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WILLIAMSBURGH CITY 
T0 BE CONTINUED 


Under New Ownership Old Established 
‘Company Will be Vigorously 
Pushed. 








GEORGE R. BRANSON PRESIDENT. 


Capital to be $1,000,000 With Surplus 
of $1,250,000—Wil! Remain 
Non-Union. 


All speculation as to the probable 


muurchasers of the Williamsburgh City | 


of New York, was set at rest some 
the authoritative 


‘ire 
ire, 


avs ago by an- 


nouncement that control of the old es-| 


-ablished Company had been secured by 
nterests identified with the Nassau 
Fire. of Brooklyn. At the adjourned 


meeting of thé Board of the William<s- | 


yuurgh City, on Monday all of the old 


lirectors save three resigned, and the 
latter it is planned will also step down 
The re- 


D- 


i out within a short time. 
tiring directors were succeeded by re 
sentatives of the new stock owneys, 
s follows: Wm. Harkness, Wm. 
jutchins, Charles A. Hull, Seward Pros- 
Herbert D. Lounsbury, Howard 
Villiaams, Augustus S. Hutchins, John 
Forster, J. Lester Parsons, George 

Kk. Branson, Frederick H. Drum 

Immediately following the election of 
ew directors the Board selected George 

Branson as president in sion 

Frederick H, Way; there were no 

official changes. 
t was announced that t capital of 
» Company would be increased from 
to $1,000,000 and its surplus 
rought up to $1,250,000. 

The Company will continue to op- 
erated non-Union both East ani 
West, while, course, demanding full 
tariff rates. 

President Branson. 
Branson the new chief executive 

f the Company widely known to 
local underwriters, having for years 
been a prominent adjuster of this city, 
prior to which he was an Official of the 
Pacific Fire. Large of frame, an 
vigorous in mind and body he may be 
safely counted upon to make the Wil- 
Lamsburgh City a pronounced factor in 
the insurance field. 

Of the new directors Messrs. Hutchins, 
Crum, Forster and Parsons are all 
cfficials of the North River Fire and 
will be influential in shaping the future 
policy of the Williamsburgh City. 

Frederick H. Douglass, the present 
efficient secretary, will continue with 
the Company in charge of the Eastern 
Department, and Fred M. Gund of 
Freeport, Ill., will be the Western De- 
partment manager, as heretofore. 

The home office has jurisdiction over 
all agency business of the Company 
and the field staff is as follows: Edward 
E. Potter, general agent, and W. W. 

(Continued on page 12.) 
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Casualty & Sure’y........... 


New York and Boston, Thursday, June 27, 1912. 


Organized 1853 


THE HOME 


Insurance # Company 
New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, 
Rapele, OnGaTe Ish, BOT... o0occscvccs cecseses 
Liabilities (including capital) 

Reserve as a Conflagration surplus 

| Net Surplus over all liabilities and reserves... . 


SURPLUS AS REGARDS POLICYHOL DERS, $18,615,440. 





$32,146,564 
18 331,124 
1. 800,000 
13,815,440 


} 


| Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








HEN you read this, follow your inclination 
and write the Company for particulars 
regarding its direct guaranteed Agency 

contract. Good openings in its Home State--- 
Pennsylvania. Likewise in Ohio and West 
Virginia. Policies contain liberal provisions. 
Lowest participating premiums. Write to-day. 


PITTSBURGH LIFE AND TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


W. C. BALDWIN, President HOWARD 8. SUTPHEN, Director of Agencies 
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BUNCOS 


LIFE 
INSURANCE MEN 


Subscribers to “The Talbott System” of 
Special Reports Still Waiting 
For Documents. 


TALBOTT’S LOCATION UNKNOWN. 


Left Rent and Other Debts Behind— 
His Secretary Hunting A New 
Position. 

E. N 


parating 


Talbott, Jr., has succeeded 


quite a number of 1] 
ce fraternity in the 
of cash 


from a bunch 


he possessed a suc 
f securing good prospecto 
which he termed 


His 
} 


of his lar 


nsurance, 


System.” content 

ist 

f each 1,000 business men 
his circular letters or 

magazine writin 


by return 


erested in 


to him 
int 
were true Uncle 
yuld have 


a hard time de 


any rate 


headquarters characte 


m I artist 
headquarters the Hudsor 
building, New York 

His Beautiful Plan. 


oft ope 


men to the clever 


The plan d ye 
that of furnishing special reports at $2 
each in weekly instalments of five each, 
for which he received $10 cash in ad- 
vance and the balance, according to the 
number of reports desired, in five equal 
weekly instalments For example, 
suming that twenty-five “special 
ports” were desired The total cx 
was $50, of which $10 was paid in cash 
and the remainder in five weekly pa 
ments of $8 each. With the “specia 
port” he guaranteed to send the orig- 
inal inquiry from the correspondent 
course neither the “special reports 
the “original correspondence” 
forthcoming. 

Sold Books to Business Men. 

The following correspondence will 
give an idea of the experience of many 
in dealing with “The Talbott System.” 

Feb. 9, 1912. 
Esq., New York City, 


ration seeme 


as- 


ST 


} 
Y 


E. N. Talbott, 
Dear Sir: 
In pursuance of our conversation this 
date, I hereby subscribe to your system 
of special reports on the business mes. 
residing in each one of 
whom is to have purchased after the 
date of this agreement one copy of 
your book “Talbott’s Simplified System 
Testing Life Insurance.” 
I hereby authorize you to deliver 
twenty-five special reports at $2 each 
in weekly instalments of five each, be- 
ginning not later than March 5th, 1912. 
As a preliminary payment on account, 
|I hand you my check for $10, and agree 


Jr., 


ot 





. 


the balance of the full subscrip- 
tion price of $50 in five weekly instal- 
ments of $8 each, the first instalment 
to be paid upon delivery of the first in- 
stalment of special reports and weekly 
thereafter until five full payments of $8 
each have been paid. 


to pay 


understood that 


It is mutually you 
are to send me with the special report 
the original inquiry from the corres- 
pondent Yours very truly, — —— 
General Agent. 

Takes New Offices. 
New York, Feb. 20, 1912. 


Mr. ————————__, General Agent, 
Dear Sir: 

I wish to advise that in order to im- 
prove my facilities for doing business 
I have taken new offices in the Hudson 
Terminal Building, room 457, No. 50 
Church street. 

At this time I wish 
you for yo patronage and the 
faith manifested in the acceptance 
my I of February 9th 
mit 
be 
cur 
and beneficial. 
Talbott, Jr., 


thank 
good 

of 
Per 
me to assure you that no stone will 
left unturned in my effort to make 

arrangement mutually profitable 

Very [v, Bie ive 
Publisher. 


to again 
ir 


respec tful 


Favors Grace Period. 
March 2nd, 
, General 


1912. 
Agent, 


New 
Mr. - 
Dear Sir: 

I regret advise that 
sudden death of my father, 
gencies arising therefrom, 
unable to get my circular 
the mail as planned. 

The first instalment of “Special Re- 
ports,” as of our agreement of the 9th 
ultimo, will be a few days late, and I 
would greatly appreciate an extension 
of ten or fifteen days grace. If you will 
grant the same, would thank you to 
advise me by return mail. 

I will be in the latter 


next week, at time I will drop 


York City, 


due to the 
and contin- 
have been 
matter into 


to 


part of 
which in 
to see vou 

Thanking 
the | 


you for courtesies of 

remain, 

tespectfully 
EB. N. 


your 

vast, I 

yours, 

Talbott, Jr., 
Publisher. 

Wishes Return of Check. 

Mch. 6, 1912. 


Edward N. Talbott & Co., Dear Sir: 


I have your favor of the 2nd inst., 
and am very sorry indeed to hear of 
your father’s death. 


Regarding the contract on the Special 
Reports, I am endeavoring to fol- 
low a perfect system of work in my 
think I would prefer that you 
check or the equivalent, and 
take up the matter again with 
you are in This 
a little unusual to you, but 
it merely conforms to 


since 


agency, I 
return my 
1 will 
you when 
may 
as stated above, 
my ideas 
Answered By His Secretary. 
New York City, March 9th, 1912 
- Gen’l Agt 


seem 


Mr 
Dez 
Your letter 


dulv received 


the 6th 
However, 


inst 


Mr 


ant was 


Talbptt is 


of 


THE EASTERN 


away at this time, but will be here by | 
the middle of next week, at which time | 
he will, undoubtedly, write you person- 
ally. 
Very truly yours, 
E. N. Talbott & Co., | 
By Laurette M. Schaum (Signed) 
Secretary. | 
Still Waiting. | 
April 11, 1912. | 
Mr. Edward N. Talbott, ete., Dear Sir: | 
Under date of March 6th I wrote you, | 
stating I would prefer you to refund} 
our initial payment on Special Reports. | 
On March 9th your Secretary wrote us| 
that this would be attended to by the} 
middle of the following week. We have! 
as yet heard nothing from you. Will) 
you please make the remittance at an} 
early date? | 
Again 
written: | 
“IT am a little disappointed that you} 
have not d last letter, and! 
beg to call your attention to the same. 
1 wrote you under date of April 11th. 
I sincerely trust that it will not be 
nece for me to speak of the matter 
again. 


| 
on May 7 the following was} 


answere 


mY 


ssary 





WRITING TERM INSURANCE. 





Berkshire Life Issuing Five Year Con- 
tracts With Privilege of Conversion 
Within Four Years. 





With a limit of $15,000 between ages 
25 and 55 and 310,000 on applications 
accepted on lives over 55 years, the 
Berkshire Life, is issuing a five-year 








term policy which may be converted at | 
any time within four years to other 
forms. In case of conversion as of the 
age of issue, the assured will be re- 
auired to pay the difference in prem- | 
iums with interest at six per cent. 
The rates are as follows: 
Age. Premium. Age Premium. | 
De 2444 Cs $10.47 a seen : | 
21 109.57 e-  acielar ae 
i ree 10.68 | eer 
- ee 0.78 es 
24 S89 _ arrere 
25 11,02 Pere 
_merree 1.15 a «tecur 
BS. wen aren 11.23 M sasace 
28 11.48 DD shen ee ‘ 
Be  weweds 11.59 Oe gasses =) 
iD 11.75 ere Af 
ee 11.9 5 ee 22.73 | 
32 12.12 OD: no sa6i 24.09 | 
} 12.33 eer 25.61 
2.55 54 27.28 
siemens 12.80 BD cvecn 29.12 | 
f 0 ate 31.16 | 
7 3.35 ee 33.39 | 
S 3.68 are 35 4 
Be ncenpacicd 14.91 Be siemens 38.56 
OE arssiacas 41.54 | 
ee — | 
Benjamin F. Brown Dead. | 
Jenjamin F ewe, well known as | 
the author of the Brown Book of Life 
Insurance Statistics, died in Boston| 
last week at the advanced age of 78. 
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J. T. SCOTT 


Treasurer 
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President 





fireat Southern Life Insurance Company 


HOUSTON, TEXAS 


| BEGAN BUSINESS NOVEMBER 1, 


Results accomplished in 
Thirty-one months end- 
ing May 31, 1912: 


1909 


Outstanding insurance 


. $13,000,000.00 
1,220, 471.38 
994,867.42 


NI So 5. ig 6% 


Surplus to Policyholders, 


Applications received 
during first five months 
of 1912, $4,000,000.00 


FOR AGENCY CONTRACTS ADDRESS 


0.S.CARLTON, Vice-Pres., Houston, Tex. 











The State Life | 


Good Territory and Remune 


nsurance Company 


INDIANAPOLIS 
Not The Oldest--Not The 


Largest--Just The Best 


TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 


rative Contracts for Men Who Can 


«Do Things’’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 








LEST YOU FORGET 


—th—, 
MUTUAL LIFE INSURANCE COMPANY 


OF BOSTON, 





ON ONE SIDE 
LARGEST MASSACHU- 
SETTS COMPANY 
STRONGEST MASSA- 
CHUSETTS COMPANY 
LOW RATES 


CAN 


18 PAYMENT LIFE 


MASSACHUSETTS 
And to Cap the Climax ON THE OTHER SIDE 
AN INCOMPARABLE LIVE AGENCY 


QUICK RESULTS 
EVERY FACILITY FOR 


YOU BEAT IT? 





EXCELLENT DIVIDENDS 


RUSHING BUSINESS 





ST. PAUL BUILDING 
TELEPHONES: 





WILLIAM N. COMPTON, General Agent 


220 BROADWAY, NEW YORK 


6030, 6031, CORTLANDT 








Assets: $46,786,131.91 


Insurance in Force on the Paid-for Basis: 


A COMPANY 


is unexcelled. 








Attractive Territory 


DIVIDENDS 
POLICIES 


available under 
direct contracts. 


STRONG POINTS 0° The Germania Life Insurance Company 


Liabilities : $40,259,380.22 
Surplus and Dividend Funds: $6,526,751.69 


increasing yearly for the past eighteen years. 
containing all up-to-date features including “Disability Clause.” 


over $132,000,000. 


whose conservative management in the interest of its policyholders 


The Company That Live Men Will Select 


ADDRESS: Home Office, 


50 Union Squa~e, New York 
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AMERICAN LIFE CONVENTION 


PROGRAM FOR ANNUAL MEETING. 








“Cost of Business” To Be Conspicuous 
In The Discussions—Legal and 
Medical Sections. 





Though it may be a little early to 
make a prediction as to how much 
greater in attendance, influence and im- 
portance the Seventh Annual Meeting 
of the American Life Convention, which 
will be held at the La Salle Hotel, Chi- 
cago, September 4, 5 and 6, will be than 
eny of the preceding gatherings, it is 
safe to say that it will be the greatest 
in the history of the association. 

The executive committee, which to- 
gether with T. W. Blackburn, secretary 
of the Convention, is responsible for 
the program and arrangements, con- 
sists of: P. D. Gold, Jr., Jefferson 
Standard Life; T. W. Vardell, South- 
western Life; Isaac Miller Hamilton, 
Federal Life; M. A. Woollen, American 
Central Life; Thos. L. Miller, West 
Coast Life; W. A. Lindly, Security Mu- 
tual Life (Neb.), G. A. Grimsley, Secur- 
ity Life & Annuity. 

Among the important topics which 
are scheduled to come before the Con- 
vention for discussion are: “Expense 
of Getting Business;” “Reports of Cost 
of New Business;” “Departmental Su- 
pervision;” “Evolution of the Insurance 
Contract;” Training and Development 
of Managers and Agents;” Sub-Stand- 
ard Risks;” “Frills and Furbelows of 
Recent Years.” 

The program in full is given here- 
with: 
Wednesday, September 4, 
10:30 o’clock. 

Words of Welcome: From City of 
Chicago, Carter H. Harrison, Mayor. 
From insurance companies of Illinois, 
0. J. Arnold, secretary Illinois Life. 

Responses: Medical Section, Dr. 
Ambrose Talbot; Legal Section, Chas. 
\. Atkinson; American Life Conven- 
tion, A. M. Johnson, president National 
Life of U. S. A., Chicago. 

Annual Address of President: P. D. 
Gold, Jr., first vice-president and gen- 
eral manager, Jefferson Standard Life. 

Afternoon—2:30 o’clock. 

“The Expense of Getting Business,” 
0. §. Carlton, vice-president Great 
Southern Life, Houston. 

Discussion. In Executive Session 
which may, at the pleasure of the Con- 
vention, be continued into the evening. 

Evening—8:00 o’clock. 
Executive. 

Suggestions by Special Committee 
on “Reports of Cost of New Business,” 
W. C. Baldwin, chairman. 
Thursday, September 5th. 

10:00 o’clock. 

“Departmental Supervision,” Fred W. 
Potter, president Association of Insur- 
ance Commissioners. 

“The Evolution of the Insurance Con- 
tract,” L. K. Thompson, president 


Morning— 


Morning—- 


Nowhwestorn National Life, Minne RIGHT KIND OF INDUSTRY 


Afternoon—2:00 o’clock. 

“Training and Development of Man- 
agers and Agents,” L. Brackett Bishop, 
President National Life Underwriters 
Association, Chicago. 

“Sub-Standard Risks,” W. C. Baldwin, 
president Pittsburgh Life & Trust Com- 
pany, Pittsburgh. 

Evening—8:00 o’clock—Executive Ses- 
sion. 

“Pot Pourri,” a free-for-all discussion 
with J. C. Riheldaffer, secretary South- 
ern States Mutual Life, Charleston, W. 
Va., in the chair. 
Friday, September 6. 

o’clock. 

“The Frills and Furbelows of Recent 
Years,” B. H. Robison, president the 
Bankers Reserve Life, Omaha. 

Reports of Officers. Reports of Com- 
inittees. Blection of Officers. Miscel- 
laneous Business. 

Adjournment—About 1:00 p, m. 

Afternoon and Evening. 

Guests of Chicago. 


“The Day Before.” 

As has been the custom heretofore, 
the meeting of the Legal Section and 
the Medical Section of the Convention 
will be held September 3, which is the 
day preceding the opening of the regu- 
lar Convention. The programs arrang- 
ed for these meetings are as follows: 

LEGAL SECTION. 
Tuesday, September 3. Morning—10:00 
o’clock. 

Address of Welcome, Dan W. Simms, 
general counsel, Lafayette Life, Lafay- 
eite, Ind. 

Paper—“How can a General Counsel 
of a Life Insurance Company best serve 
the Interests of his Company?” Ed. E. 
Yates, general counsel, Kansas City 
Life, Kansas City, 

Discussion, opened by Helm Bruce, 
general counsel, Citizens National Life, 
Louisville. 

Afternoon—2:00 o’clock. 

Paper—“Guarding Against Waiver or 
Estoppel,” William E. Hutton, general 
counsel, the Capitol Life, Denver. 

Discussion, opened by H. B. Arnold, 
general counsel, Midland Mutual Life, 
Columbus. 

Afternoon—4:00 o’clock. 

Blection of Officers and 
Business. 

Evening program to be determined 
by Legal Section. 

The officers of the Legal Section are 
C. A. Atkinson, chaji-man, vice-pres!i- 
dent and general counsel, Federal Life, 
Chicago; Emmet C. May, secretary, 
vice-president and general counsel, Pe- 
oria Life, Peoria. 

MEDICAL SECTION. 
Tuesday, September 3. 

“The Wasserman Reaction and its 
Value in the Detection of Syphilis,” Dr. 
Amand Ravold, St. Louis. 

“The Appendix as an Influencing 
Factor,” Dr. C. M. Rosser, medical di- 
rector, Sam Houston Life, Dallas. 

“The Selecting and Training of the 


Morning—9: 30 





General 





GOOD ADVICE TO NEW AGENTS. 





How to Make the Most of Opportunities 
—Learn the Fundamentals of the 
Business. 





How best to direct the industry of 
agents forms the subject of Letter 
number Three, addressed by the North- 
western Mutual Life, to beginners in 
agency work, we quote: 

In a previous letter we considered the 
importance to you of selecting the right 


company and of rendering to your 
selection a full measure of loyalty. 


Next we discussed the necessity of 
maintaining a high pressure of industry 
by an effort of will power after the 
enthusiasm of novelty has worn off. 
But it is necessary to consider the kind 
of industry. Any effort toward a de- 
sired end is of value but its value to 
you may be too small to pay. It may 
be the wrong kind of industry for you. 
We notice for example that new agents 
are prone to seek short cuts by way of 
a letter or document which will, it is 
hoped, bring applicants to them and 
save the trouble of a personal call. It 
is not claimed that these efforts are 
without educative value but that such 
value is so divided among all the 
agents in the business that your indi- 
vidual share will be too small to repay 
you. No genius has yet appeared who 
could write a letter, a document or an 
advertisement that would take the 
place of an effort. The best way to 
cash your industry is by getting into 
personal contact with those whom you 


Medical Examiner,” Dr. E. A. Babler, 
medical director, International Life, St. 
Louis. 


“Method of Urinalysis Applicable to 


Insurance Examinations,” Dr. S. H. 
Baxter, assistant medical director, 
Northwestern National Life, Minne- 
apolis. 

“Prognostic Significance of Album- 


inuraa and Casts,” Dr. C. Nauman Mce- 
Cloud, medical director. Minnesota Mu 
tual Life, St. Paul 

The official staff of the Medical Sec- 
tion is given herewith: Dr. Ambrose 
Talbot, chairman medical director, 
Kansas City Life, Kansas City: Dr. H 
A. Baker, vice-chairman, medical di- 
rector, P'ttshburgh Life & Trust Com- 
pany, Pittsburgh: Dr. F. L. B. Jenney, 
secretary, medical director, Federal 
Life, Chicago. Board of Managers: 
Dr. Jas. H. Stowell, Dr. Herbert M. 
Woollen, Dr. Whitfield Harral, Dr. Am- 
brose Talbot, Dr. F. L. B. Jenney. 

The companies comprising the Amer 
ican Life Convention show aggregate 
figures as follows: 
Tot. business Dec. 31, 
Total increase over 1919. 
Admitted assets 
Total reserves 


°11.$1,323,309,999 
278,396,873 
163,479,435 
104,520,088 


3 


desire to interest, thus keeping in your 
cwn hands all the threads of possible 
influence which, slight as each may 
seem to be, give the puil that leads 
your prospect to an application. 

What has been said of reading mat- 
ter of your own construction applies 
also to the wasteful habit of mailing 
out the literature the company fur- 
nishes. It concentrates your ideas and 
improves their expression to put them 
in writing but the sending of company 
literature to mailing-lists is a form of 
industry that is unprofitable as a gen- 
eral rule. Why then, you ask, does the 
Company send you so much printed 
matter? For ten reasons. The first 
nine of these reasons—To educate you 
in the facts of your business. The 
tenth reason is that it is sometimes 
convenient to hand to wour prospect a 
concise statement in printed form. 

What industry could be more foot- 
less than the indiscriminate distribu- 
tion of literature that the agent him- 
self has not read and _ thoroughly 
digested? Yet we have reason to know 
that this is often done. If we can ever 
succeed in inducing each agent to thor- 
oughly absorb the meaning of every 
document the Company sends him the 
efficiency of agency work and its finan- 
cial returns will be increased at least 
fifty per cent. This is one of the im- 
portant points where the degree of at- 
tention you give your business will b3 
a measure of your success. 

Another unprofitable labor is the 
compilation of proposition blanks for 
possible prospects. It is time enough 
to do this for individuals after you 
have aroused sufficient interest to in- 
sure attention. A proposition form 
has very little inspiration value. We 
have frequently known agents to waste 
many precious daylight hours In labor- 
ously filling out these blanks for men 
of whom they know nothing but their 
ages. The best place for these figures 
is in the policy as issued. No prospect 
needs an elaborate table of figures to 
tell him how he can leave $10,000 to 
his family, which is the really import- 
ant part of the transaction. Why then 
does the Company furnish proposition 
blanks? Because it knows there are 
so manv agents who cannot be dis- 
suaded from furnishing all this more 
or less unnecessary detail, and the 
Company wishes to be sure the figures 
will be stated in the proper manner 
The tenth reason is that there are a 
few prospects who will ask for these 
details. 

The kind of industry here considered 
is that which is supplementary to 
vour real work and which leads to a 
thorough education in the facts of your 
business. T do not mean the learning 
of a selling talk, parrot fashion—leave 
that to book agents and such—but a 
real understanding of the fundamental 
principles of life insurance which once 
obtained {is equal to any emergency. 
You can never teach others what you 
do not understand yourself. 
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FORREST F. DRYDEN, President 


WRITE US ABOUT AN AGENCY, 


Sell Non-participating Life 
in The Prudential. 
Every thing in the policy guaranteed. 


GOOD CONTRACT 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Founded by JOHN F. DRYDEN, Pioneer of Industrial Insurance in America 


Incorporated as a Stock Company by the State of New Jersey 


No estimates. 


Insurance 


Home Office, NEWARK, N. J. 
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CONVERTING TERM POLICIES 


SOME SUCCESSFUL PLANS USED. 








Rochester General Agent of Penn Mu- 
tual Favors the Five-Year 
Contract. 





Among the interesting papers read at 
the recent Penn Mutual Agency Asso- 
ciation meeting, held in Philadelphia 
was one entitled “Term Conversions” 
by Mortimer R. Miller, general agent 
for the Penn Mutual Life at Rochester, 
N. Y. The paper discussed at consider- 
able length the circumstances justifying. 
the initial sale of a term policy, its 
various adaptations and the responsi- 
bility of the agent to meet the actual 
needs of the assured. 

Through the courtesy of the company, 
we are enabled to give the following 
extracts from the paper: 

“If the Term contract is sold under 
proper conditions its successful conver- 
sion must be the natural sequence. Ex- 
plain to your prospect fully just what 
the Term policy means. Let him know 
that it is only temporary protection, and 
that the policy is to be converted at 
the earliest possible moment; that he 
will be kept in mind and called on regu- 
larly until that policy is converted. 

“The contract to write is the Five 
Year Term policy, exclusively, and if 
you will in soliciting confine yourself 
to this you can convert much sooner 
than one written for a longer term. 
Ninety-five per cent. of the Term poli- 
cies written in my agency are on this 
plan. 

Secure Advance Information. 

“Before advising the applicant it 
would seem to me best first to find out 
just what prospects he has, or what 
his chances are of making more money 
than he is making. In other words, 
have your case prepared, so that if you 
advise him to buy $100 worth of insur- 
ance and he says he cannot afford it, 
you know whether he can or not. By 
preparing the case in this way you can 
almost always sell the applicant the 
amount of insurance that he can afford 
to buy at that time, and which he will 
be able to take care of when it is con- 
verted and the premium is increased; 
and at the same time you can sell him 
considerably more than he had any idea 
of buying, and incidentally considerably 
more than you could have hoped to 
sell him had you not been in a position 
to talk facts and figures. 

Keep In Touch. 

“As this applicant’s responsibility 
and income increase there is every rea- 
son to believe that you may be able to 
induce him to put more money into life 
insurance. If you have written him for 
$6.000 or $10.000 Term insurance and in 
the course of two or three years follow 
up the case systematically, you no 
doubt can convince him that he should 
convert his Term policy, and he will 
have $6.990 or $10,000 on the plan orig- 
inally talked of but which at that time 
he could not afford to carry; conse- 
quently you will have a much larger 
amount of high-grade business on your 
books than von would have had. had he 
been sold $2.000 of Twenty Payment 
Life. Get your applicant on the books 
and once you have him get him off from 
the Term plan as soon as possible and 
have the policy converted to a higher 
form and the business placed on a per- 
manent basis. 

“We keep a duplicate card of each 
Term policy that is issued. These cards 
are kept absolutely distinct from our 
general agency card system. You can 
refer thus to all your Term policies at 
any time without inconvenience and 
withcut reference to your regular busi- 
ness. I go even further than this and 
have had a small loose-leaf book made, 
about 4x6, so that I can carry, in my 
pocket, the records of every Term case 
in my agency. 

The Psychological Moment. 

“TI do not call on the insured or at- 
tempt to convert a Term policy until 
after the second premium has been 
paid. You cannot, as a rule, make a 


strong impression until after the policy 
is a year old, but at that time you can 
begin the work that you originally 
planned. If not successful you should 
call on him again immediately after he 
has paid the third premium, and after 
the third premium has been paid in 
cash, that to me sounds like the real 
time to get busy and do business. If 
the insured is not ready to change the 
Term policy at this time to the one that 
is the proper policy for him and which 
you had originally planned, it is oft- 
times advisable to convert his Term 
policy to the Ordinary Life plan, tempo- 
rarily; same being a stepping stone be- 
tween what he has and what he ought 
to have, and then later, at the oppor- 
tune time, change the Ordinary Life 
policy to the Twenty Payment Life, or 
to the proper form, whichever it may 
be. This is, however, an exceptional 
case, ,as I believe when the conversion 
is made it should be on the proper 
plan. If, however, the insured will not, 
under any circumstances, convert his 
policy after the third premium has been 
paid, then it is essential that you keep 
him in mind constantly and follow the 
case very systematically that your orig- 
inal plans may be consummated; and 
if handled carefully you will soon there- 
after be able to convert this insurance 
and get it on a permanent basis. 

Conversion as of Original Date. | 

“As for converting policies and dat- | 
ing them as if so issued, I do not be- 
lieve there are many cases where it is 
good judgment to advise this, except on 
Limited Life and Endowment forms, 
and then only where the back differ- 
ences in premiums and interest are paid 
in cash. In the case of an Ordinary 
Life policy, I hold it is wrong to date 
it back to the original age. * * * * 

“When you write Term insurance the 
essential thing is to explain it fully, 
have the insured understand what he 
has bought, follow it up carefully, give 
it your attention and you will convert 
it, and when you convert your Term 
policies to the Ordinary Life plan make 
the conversion from this date on under 
all circumstances. When your Term) 
policies are being converted to the Lim-| 
ited Life or Endowment forms, change 
them also from this date on in prefer- 
ence to dating back and placing a loan | 
or lien against the contract.” 





MUTUAL ORGANIZED IN ST. LOUIS. 





Western National Casualty Will Do} 
Life, Accident and Health In- 
surance Business. | 





The Western National Casualty Co. | 
has been organized on the mutual plan | 
ir St. Louis and licensed by the Mis-, 
souri Insurance Department, the organi- 
zer being W. L. Rowley, who has been 
elected secretary and treasurer. John 
F. McDermott is president and R. H. 
Davenport. St. Louis manager of the 
Pioneer Life, vice-president. 

The company will begin business in |! 
a few davs with an office at 515-516 
Liggett Building. The directors have 
subscribed a $5,000 emergency fund | 
which has been deposited in accordance 
with the Missouri law and $50,000 of 
working surplus which can be used in 
developing the business. The company 
has no canital stock and will issue non- 
participating policies only, writing ordi- 
nary life, and industrial accident and 
health policies on the weekly and 
monthly-payment plan. Each policy- 
holder becomes a member to the extent 
that he may vote for directors at the 
annual election, but 1s not entitled to 
share in any dividends or profits. 

Mr. Rowley stated he has written 
$175.000 ot advance pusiness and 1s 
organizing an agency force for St. 
Louis, Kansas City, Joplin and Spring- 
field, Mo. In about two months the 
company will enter Illinois. He was 
formerly secretary of the St. Louls | 
National Life and of the National Re- | 
serve Life, which was absorbed by the 
St. Louis National in 1909. He devised | 
the plan on which the new company | 
will operate and claims he has some! 
new ideas in mutual companies, 


NORTHERN ASSURANCE AGENTS. 





Program for Club Meeting To Be Held 
August 5-6—Detroit Company’s 
Progress. 





‘An interesting program has been ar- 
ranged for the meeting of the Northern 
Assurance Underwriters ‘Club —com- 
posed of the field men of the Northern 
Assurance Company of Detroit—to be 
held at the Fellowcraft Club (Detroit), 
August 5 and 6, as follows: 

Address of Welcome, President F. J. 
Davidson—Response, J. O. Templeton— 
The Value of Harmony, G. S. Moore— 
An Ideal Canvass, Mr. Prager and E. 
W. Moore—Address to Beginners, W. 
Hal Marshall—A solicitor in a Strange 
Land, H. S. Biddle—The Northern As- 
surance Company, M. F. Cottrell—Our 
Club ‘Membership, Charles Van Keuren 
—The Salesman In Life Assurance, J. 
E. Fitzgerald—Why I Am with the 
Northern Assurance Co., B. F. Dela- 
plaine—How To Deal with a Competitor 
(Story), Geo. F. Qua—Persistence, Dr. 
H. R. Stauffer—Sincerity, E. L. Sager— 
The Western Michigan Agency, E. B. 
Caldwell—The Eastern Michigan Agen- 
cy, C. H. Edwards—My Way of Writing 
Life Insurance, S. R. Wilde—Proper 


Equipment, A. G. Kyselka—Resources 
of the Tuscola District, H. W. Owen— 
How Many Hours a Day?, Dr. J. A. 
Snyder. 

In addicion there will be “Field 
Talks” by the following: ‘C. A. Jones, 
E. D. Knowles, R. N. Sims, B. Curtiss, 
H. H. Hanna, Jr.; C. E. Groves, A. A. 
Maggy, G. H. Broesamle, Chas. Gage, 
F. T. Rice, J. P. Charters, D. F. O’Brien, 
Vv. L. Tickner, E. H. Marshall and C. F, 
Randolph. 

The Northern Assurance is making a 
most creditable record, having been or- 
ganized with a minimum amount of 
surplus, and yet shows a substantial 
growth in surplus and insurance in 
force. 

Addressing the agency staff, C. L. 
Ayres, president and general manager, 
states that the new business for May 
was double that of the corresponding 
month of last year, and that the results 
for the first five months of 1912 was 59 
per cent. ahead of the corresponding 
period of 1911. 

Mr. Ayres expects to be able to an- 
nounce insurance in force of $8,500,000 
on the morning of the convention, and 
to increase this amount to $10,000,000 
by the close of the year. 











all members. 


A PENN MUTUAL PREMIOUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 


q 3% reserve 








sentatives. 


field force, 


BEATEN OUT OF SIGHT! 


UR gain in new in new business issued during the first quarter 
of 1912 was larger than our gain for the entire year 1911! 
And 1911 was one of our greatest years. 
new Continuous Monthly Income policy are making good. 

‘* Never were Massachusetts Mutual policies so easy to sell,” say our repre- 
And back of policies, and lower premium rates, and good dividends, 
is the prestige earned by sixty-one years of conscientious service of the public, 
and a long history of unusually cordial relations between Home Office and 


Occasionally we have an agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 


Our Commercial policy and our 











“ Pre-eminence in Benefits to Policyholders”” The Watchword. 





APPORTIONED FOR 


34 Nassau Street 
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THE MUTUAL LIFE 


Insurance Company of New York 
Paid to Policyholders in 1911..... 
Received from Policyholders in 1911............. 


Excess of Payments over Receipts............. 
PAID DIVIDENDS IN 1911 


$13,631,857.73 


$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 
BECAUSE | 


MUTUAL LIFE POLICIES SELL MOST FREELY 


For terms to producing agents, address 


GEORGE T. DEXTER 


2nd Vice-President 


$57,353,726.13 
55,582,183.20 


$1,771,542.93 





DIVIDENDS IN 1912 





New York, N. Y. 
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June 27, 1913. 





THE EASTERN UNDERWRITER 














“NOT TAKEN” BUSINESS 


METHODS USED TO AVOID IT. 





Security Mutual Life Canvasses Its 
General Agents For Personal 
Experiences. 


One of the most important duties of 
a life insurance salesman is that of 
securing the initial premium. A great 
deal has been written and said about 
“getting the name on the dotted line,” 
and yet such an act may mean abso- 
lutely nothing to the company, and 
wasted energy upon the part of the 
agent. The transaction is incomplete 
until the first premium has been paid, 
or a settlement equally satisfactory 
made, so that the paramount question 
hinges jointly upon the securing of the 
application and the collection of the 
premium. To be compelled to return 
policies to the home office because of 
inability to put them into effect by se- 
curing the premium places the agent 
in a worse position with his company 
than he would have been had the ap- 
plication not been written, hence ail 
progressive salesmen aim to avoid what 
is termed “Not Takens.” 

The Security Mutual Life of Bing- 
hamton recently canvassed its general 
agents and managers as to the best 
method of avoiding ‘“‘Not Taken” busi- 
ness, and from the replies published we 
reproduce the following: 

Walter H. Booth.—‘‘Replying to your 
request for information as to how I 
succeed in placing 100 per cent. of my 
business is difficult as the methods used 
differ so in different cases. But one, 
and the main reason, is that I invari- 
ably collect something with the appli- 
cation, usually the premium but always 
enough to hold it. Once in a great 
while I write a man who for some rea- 
son cannot at that moment pay any- 
thing. In that case I place him on his 
honor and tel] him I will send in the 
premium for him and he can pay me 
when I deliver the policy, and I have 
yet to lose the first dollar of money so 
advanced. 

“Some years ago I wrote the store- 
keeper and superintendent of a mine 
for $3,000 each. The storekeeper paid 
the premium when examined, the super- 
intendent did not. Ten days later the 
policy and receipt were delivered to 
the storekeper. The superintendent be- 
ing away from the office, his policy was 
left with his clerk but the receipt was 
retained. The next day the man was 
killed. Had he paid, as did the store- 
keeper, his receipt would have been 
left with the policy and his wife would 
have been $3,000 better off. This object 
lesson I frequently apply and always 
send the company the net premium 
with the application.” 

Chas. P. Ligon.—“The best way to 
minimize ‘not taken’ business is to se- 
cure settlement with signature of the 
applicant—preferably in cash, other- 
vise by a note that is worth its face 
value. 

“Behind and beyond this, it pays to 
know well the man you are writing— 
know his needs, his circumstances, and 
meet but don’t exceed them in selling 
him insurance. Also, an agent cannot 
be too careful in giving a clear explana- 
tion of every feature of the policy he 
is selling, both at the time of writing 
and of delivery—enough to convince 
the client that he is dealing with an 
honest agent of an honest company. 
Then, don’t lose any time in having ex- 
amination made, in getting same off to 
the Home Office, or in making delivery 
and getting settlement as soon as possi- 
ble. 

“By following this program, undeliv- 
ered policies should be a rarity, and 
many an additional may be safely deliv- 
ered.” 

F, A. Dickey.—“The fault of business 
not being taken lies wholly with the 
agents and I know of but one remedy 
to stop it; first before approaching 
your prospect satisfy yourself as to his 
financial ability to carry the insurance, 
and his reputation for meeting his ob- 
ligations, then when satisfied your pros- 


pect measures up to the above stand- 
ard, get your settlement with your 
application. Don’t say you cannot do 
it for it is the opportune time. A pros- 
pect who is in the mood to sign an 
application is also in the mood to sign 
a check or note and then he is legally 
bound to accept the contract if deliv- 
ered to him as represented. 


“An applicant who does not give a 
settlement with his application is only 
contemplating buying insurance, and 
may change his mind about the com- 
pany he desires to insure in, or decide 
he does not want to carry any insur- 
ance, all of which he has a perfect 
right to do if he does not give you a 
settlement with his application. But 
the applicant who gives you a settle- 
ment with the application has bought 
insurance. If the agent will stop and 
consider there are one hundred and 
three old jine companies doing business 
in the United States (not taking into 
account the numerous fraternals) and 
if you do not take a settlement with 
your application one or more agents 
of these numerous companies are going 
to disturb your prospect by telling him 
how much more his company will do 
for him, or that fraternal insurance is 
as good as old line and much cheaper, 
and various other arguments too nu- 
merous to mention, between the time 
of your taking his application and 
when you are ready to deliver the pol- 
icy and get your settlement. There- 
fore, why take the chance of not being 
able to place your business NOW if 
you have your settlement? The busi- 
ness is closed and you don’t care if 
all of your competitors have had an 
interview with your policyholder while 
you may have to touch up your policy: 
holder if various agents have led him 
to believe they could do better by him, 
but touching up is much easier after 
you have got your settlement than it 
is before the settlement is given. A 
prospect may honestly tell you he will 
give you a settlement when he receives 
his poliev, but that does not mean that 
he will do so. He may do so, however, 
if he has not been disturbed in the 
meantime. I always take a fifteen or 
thirtv day note in this case in order 
to nrotect both the insured and myself. 

“The only agent who cannot get a 
settlement with his application is the 
agent who sells his business with IFS. 
If the policy is not satisfactory the 
anplicant does not have to accept it, or 
if he decides he does not want insur- 
ance when the policv comes. he will not 
be obliged to take it. Naturally an 
apnlicant would not give you a settle- 
ment under those conditions. 

“But if the prosnect is given to un- 
derstand he is buying insurance and it 
will have to be paid for to-day, what 


settles to-dav or in ten days? 


THE IDEAL | AGENCY 





“This ideal general agent—what kind 
of a man is he? He’s a many-sided 
man—all things to all men, as some 
have said—but he is a man. He ties his 
grouch in the backyard or leaves it at 
his home office, and smiles, at least 
occasionally—he’s an optimist. He has 
learned and learned quickly to be a 
reader of character. By the way, a 
woman’s intuition (whatever that is) 
would be the greatest asset in the 
world to a life insurance agent, wouldn’t 
it? He is a man of high standards who 
will never turn his back upon a friend; 
will never lie, but for a woman’s sake; 
is positive in character, decisive in 
action, quick in perception, absolute in 
self-control, strong of will, happy in dis- 
position, even of temper, charitable in 
thought and speech, a magnetic person- 
ality. His code of ethics in his business 
is the highest—it must be—for in no 
other profession, unless it be the medi- 
cal, is there more jealousy or better op- 
portunity to do the other fellow an in- 
justice, than in our own profession. 
Do the other fellow ‘good’ before he 
does you—either good or ill. He is fair 
in competition. If he has to talk about 
the other agent, he says the best things 
he can about him. If he can’t say any- 
thing good he changes the subject, 
talks about the weather. Follow this 
rule; your prospect will think more of 
you and your competitor will soon find 
he’s in a class by himself and get lone- 
some. Little men may hate big ones, 
because of their bigness—but the big 
mastiff doesn’t pay mucn attention to 
the little terrier barking at his heels. 

“* * * * This ideal general agent 
stands for what is good in his com- 
munity, takes part in civie affairs, 
gives of his time and talents to those 
movements which are for the better- 
ment of conditions in his home town. 
This not only broadens his vision, and 
widens his sphere of usefulness, but 


adds to his list of acquaintances, who 
in time become his clients. * * * 4%, 
He takes part in social affairs, but he 
is sure to get in the right circle. A 
famous journalist has said, ‘Getting 
what you want from kings or statesmen 
is all a matter of dining with the rignt 
people.’ This journalist must have been 
a life insurance agent. Some applica- 
tions are secured in the same way. 
Inspires His Solicitors. 

“His agency force consists of men of 
high standards, filled with enthusiasm— 
indefatigable workers, loyal to their 
general agent and their company. This 
force has been hard to select, for all 
so-called salesmen are not life insurance 
salesmen. Some one has said there are 
two classes of salesmen—salesmen and 
order-takers; but our ideal general 
agent has been wise in the selection 
of his men. The growth of his busi- 
ness, his reputation for fair-dealing and 
liberality to his agents has drawn to 
him men of all classes and conditions 
of servitude, some men who are suc- 
cesses; but mostly those who are fail- 
ures—the down-and-out class, who have 
gone from one agency to another seek- 
ing advances on prospects. These, 
without exception, he has eliminated; 
they do more harm to an organization 
than can ever be compensated for by 
the few applications they may possibly 
secure. His agency force has been 
slower in growing, so far as numbers 
are concerned; but it has more than 
made up in the quality what it lacks in 
quantity, and the general agent is re- 
lieved from much worry and anxiety— 
that constant fear of being ‘stung,’ or 
of having a bunch of ‘dead ones’ palmed 
off on his agency and his company. You 
know; you've tried it, too, I suppose. 
* * * *”"—From an address by W. 
Gordon Erskine of Memphis, Tenn., be- 
fore the annual meeting of the Pennsyl- 
vania Mutual Agency Association. 





TO WORK FOR POLICYHOLDERS. 





New Officers of State Mutual of Rome, 
Ga., Plan for Improved 
Administration. 





A complete new set of officers and 
a new board of directors was recently 
placed in control of the State Mutual 
Life, of Rome, Ga., and the new ad- 
ministration has formulated a plat- 
form or policy of management which 
in the language of the new president, 
Judge John W. Maddox, of the Superior 
Court at Rome, is: “To give the affairs 
of the State Mutual Life a clean, pro- 
gressive and economic management, 


of its policyholders and the insuring 


is the difference to him whether ao oe as will conserve the best interests 


“In conclusion I will say that the 
agents in the Minnesota agency would 
no more think of writing an anplica- 
tion withont getting a settlement than 
thev wovld think of leaving their rate 
book at home.” } 

F. W. Coleman.—“The best way to| 
overcome the auestion of ‘Not Taken | 
Policies.’ is first to sell the noliev richt, 
by making the applicant feel that he) 
is not onlv buving something he needs. | 
but something he wants and must have| 
as soon as he can get it. When this} 
is done, the chances are the policy-| 
holder will not only pay the first pre- 
mium, but will be a good renewal. It 
is a waste of time to ‘order out’ a 
nolicy with the hope of placing after 
it is issued. 

“Next. securing settlement with the 
annlication is a good antidote for the! 
‘change of mind’ applicant, and in) 
nearlv everv instance will save the | 
trouble of selling the policv over again. | 
Tt also effectuallv shuts off the ‘mean- 
time twister.’ Wherever possible do a| 
little favor for the applicant: let him! 
know you believe in recivrocity. Local 
men can nearly always find some way 
to do something agreeable. Make your 
avplicants and _ ~polievholders your) 
friends, and there will be few ‘Not | 
Taken Policies.’” 


' 





public.” 

It is understood that the first effort 
of the new officers will be to retain the 
present business of the Company by 


earning the confidence of the policy- 
holders and that future development 
will be along conservative although 
progressive lines. The new officers and 
directors are all men of standing in 
Georgia. President John W. Maddox is 
an ex-Congressman and a Judge of the 
Superior Court. The other officers are: 
Thompson Hiles, capitalist, vice-presi- 
cent; E. D. Walter, ex-president of the 


Georgia State Bankers’ Association, 
treasurer: A. C. Wadsworth, secretary: 
J. C. O'Dell, general manager of 
agencies. In addition to Judge Maddox, 


and Messrs. Hiles, Walter and Wads- 
worth, the new directors are: H. E. 
Kelly, president of the Cherokee Na- 
tiona Bank, Rome; J. A. Glover, presi- 
dent Anchor Duck Mills, Rome: G. H. 
Nixon, of Nixon and Wright, Augusta; 
G. W. Lowden, fruit packer, Savannah; 
E. H. Mason, president National Bank, 
Brunswick. 
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HINTS TO BUSINESS GETTERS. 





———— 





There are a lot of simple- 

The Man minded persons who are 
Who Takes always willing to “Take 
The Chance. the Chance” when it 
comes to a question of in- 

suring. They don’t stop to think what 
“taking the chance” means or what the 
“chance” really is. On this subject the 


Phoenix Mutual Life gives some apt 
replies to the objection: 

“T’ll take the chance.” 

Answer. “If you are taking the 


chance, why not let the company take 
it. The company can better afford to 
take the chance than you can.” 
or 

“But are you taking the chance? Isn’t 
your family carrying the risk? Let us 
assume this risk. We can carry it, and 
perhaps your family cannot.” 
or 
taking the 


“Your family is chance, 


not you. This illustration I have ready 
shows how you can not only transfer 
this chance to the company, but also 


profit thereby for yourself. You are 


bound to win either way.” 
< . n 

can be deemed 
Straight a prudent, wise or hu- 
From the mane husband and fath- 
Shoulder. er, who protects. his 
property but neglects to 
protect his wife and children. There 
are thousands of men who stint them- 
selves to protect their property from 
loss by fire or storm, yet criminally 
neglect to protect their own flesh and 
Recklessly defying fate, basking 
belief that when death 
will have ample 
time to their life affairs and 
so dispose of them as to provide for 
how many are called 
moment’s notice, leaving 


state 


No man 


blood 
ice they 
defenseless ones, 


without a 
their property 





and business in a 





of chaos. confusion and perplexity, solv- 
ed only in the final settlement, by an 
Imost total loss of property interests 
and leaving w ren upon the 
confines of ap] not actual 
want? 

Nothing in life is more certain than 
death. It steals upon us unawares, and 


nce man knoweth what hour or minute 
i be called. It comes to him in 


y-day of young and vigorous mau- 


ne may be 


and senility; to 


as to the weak 





al 7; rich, as to the poor. 
It makes no distinction between pau- 
per and prince, plebian and patrician. 
All must answer the summons when it 
omes 

How essentially necessary is it, then, 


who assumes the responsibility 
ring a family should take practi- 
cal measures to provide for it, in the 
event he called away, and 
provide at least for its immediate ne 
? A man may be possessed of 
wealth in lands and stocks and 
bonds, at the hour of his taking off, 
and yet leave his family in absolute 
want of available means to provide for 
ihemselves. But if he leaves a policy 
solvent life 
solved the 
loved ones 
any emerg- 
upon to face. 
ready cash, 
instant use, and 
igainst any .demands 
immediate or prospec- 





should be 


cessitie 


vast 


upon his life in a stable and 
insurance company, he has 
problem and provided his 
with ready means to meet 
ency they may be called 
4 life insurance policy is 
available for almost 
safe and secure 
for obligations, 
tive. 





other method so effec- 
1arded, and so prompt in 
utilization, as a life insurance policy by 
which a man can protect and provide 
for his family after his death.—Detroit 


There is no 


tive, so safeg 


Life Bulletin. 
s * 6 . 
It is much easier to sell 
Insurance life insurance for the 
Easy to old, well established 
Sell Now. companies than it has 


been at any time in the 
past, says W. H. Indoe of Omaha. 
Every business man knows that the 


the temporary cost 


only safe and sure way that he can 
make absolute provision for those de- 
pendent wpon him is by carrying an 
adequate amount of life insurance, 
People generally are beginning to 
realize that there is only one kind of 
insurance that insures, and that is old 


line insurance. 
There was a time, not far distant, 
when the average man, unacquainted 


with the underlying principles of legiti- 
mate life insurance, was unable to dis- 
iinguish between the safe and the un- 
safe. 

He saw assessment companies paying 
their losses, and charging less than old 
line companies. As the object for 
which insurance companies exist is for 
the payment of losses, he could not see 
why the apparently cheaper form was 
not for him the best. 
insurance might be 


He said old line 


well enough for the rich, but thought 
he himself could not afford it. But he 
overlooked the fact that when a rich 


man makes an investment he examines 
first its safety and afterward its prom- 
se of profit, and this is the one rea- 
son why some men succeed and others 
fail. 

People are now beginning to realize 
that companies cannot always give dol- 
lars for dimes, and the future purchaser 
of insurance will not look so much to 
of insurance as he 


will to its permanency. 


s . * 
“The past belongs to 
To-day! God; the present only is 
ours, and short as it is, 
there is more in it and of it than we 
can well manage. That man who can 
grapple it and measure it and fill it 
ith his purpose is doing a man’s 
ork; none can do more; but there are 


sands who do less. Short as it is, 
the present is great and strong, as 
much stronger than the past as fire 
than hes or as death than the 
crave 
* + ” 
What constitutes a good 
What is salesman? Is it a man 
A Good who offers a one-dollar 


Salesman? gold piece for fifty cents, 


or a thirty-dollar suit of 


clothes for fifteen dollars? Most as- 
uredly, NO! A man to become a good 
salesman must first create a demand 


for the article he has to sell, and must 


know when to close the deal—making 
no representations that will not be 
borne out when the goods are deliver- 
ed. Satisfy your customer you are sell- 


ing a bona fide article and its worth is 
one hundred cents on the dollar—and 
sell it for that price. ‘In this way, con- 
fidence is established at once, and in 
this way only can you expect to make a 


uccess. But the salesman must also 
bear in mind that unless he follows 
this up with untiring efforts and per- 


sistent work he will not show results, 
and it is results that count.- Apply this 
system to the sale of life insurance. We 
know of no business that offers greater 
advantages than does this business of 
life insurance.—Missouri State Bulletin. 
= 7 
The 


supreme object of 


Monthly life insurance is protec- 
Income tion, to provide support 
Protection. for dependents, says The 


Prudential Record... The 
most admirable feature of the monthly 
income policy is the sureness of the in- 


come. It is absolutely certain. There 
is no better way to guarantee future 
cash for dependents. “As safe as a 


government bond and as sure as a gov- 
ernment pension” is what a business 
man said recently after examining the| 
monthly income policy. He was right. 
The principal can not be lost, the 
monthly income is unfailing. Leaving 
money through such a policy is equiva- 
lent to a will that can not be broken. 
The contract will be carried out to the | 
letter. Unlike income from _ invest- 


ments payable either yearly or half 
yearly, the monthly income policy is 
payable in regular monthly instalments 
—the most convenient way. It suits 
the convenience of the average wo- 
man’s custom to plan her expenditures 
not more than a month ahead. 

Who will benefit by your life insur- 
ance, your family «or some possible 
financial adventurer? Why not guaran- 
tee complete security for your life 
insurance funds, a permanent support 
for your family. The monthly income 
plan is the safest way to leave life 
insurance money. The woman pro- 
tected by a monthly income policy will 


not lose the principal through bad 
advice, and well-intentioned advice is 
not always good advice. The family 


protected by such a policy is doubly 
safeguarded; the protection that the 
life insurance gives and the protection 
afforded by the payment of instalments 
monthly in the monthly instalment 
payment. 

The monthly check may pay the rent, 
as it is doing in the case of a resident 
of Baltimore, now receiving $20 month- 
lv as the income from a Prudential 


monthly income policy left by her 
husband. This income pays the rent 
of the grocery store where the widow 


makes her living. This is a practical 
problem—the support of your widow 
and children after you have been taken 
away from them. If you find it hard | 
to meet all life’s burdens, think how | 
much harder it will be for them. The 
ideal form of life insurance, which takes 
up the burden where you leave off, is 
the monthly income policy. It con- 
tinues the regular income. 

Don’t undervalue yourself. You should 
try to provide through life insurance 
an income approximating the amount 





ome Life’s 
rosperous 


Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 forthe twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’el Chron.” 1-27-12 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











vour family now require for their 7 
amounts | 


port. Men who carry large 
of life insurance are easy to interest | 
in the monthly income policy. They 


auickly appreciate the many favorable 
features of this great contract. Many 
ure sold to policyholders who had re- | 
fused to consider any additional insur- 
ence until this form of policy was 
presented to them. 

Ninety-six per cent. of the fortunes | 
left to dependents are said to be lost 
within seven years of the death of the} 
accumulator. The widow of a man| 
who carries a monthly income policy 
in her favor will never lose the income. 
Money left in this way is secure. The 


monthly instalments are unfailingly 
paid. 
As his vears increase the average 


man finds more and more difficulty in 
obtaining and holding remunerative 
employment. It is said that 97 from 
every 100 are propertyless at age 65. 
The young man or middle-aged 
who to-day will put part of his earn- 
ings into a monthly income policy will 
find himself well provided for twenty 
vears from now. 

Peace and plenty in old age is a 
worthy ambition of every one. Finan- 
cial security and competency in de- 
eclining years will result only from toil 
and wise accumulation now. The 
nionthly income policy provides a plan 
to secure this competency by the exer- 


cise of a little thrift and self-denial 
now. ITs not an income for life worth 


such an effort? 


THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 
The Duplex Policy 


IS 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 


The Only Company Which Has It Is 


THE RELIANCE LIFE INSURANCE CO. 
"OF PITTSBURGH ais 


WRITE FOR INFORMATION, 
































man , 


UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 














OUR 1912 POLICIES 





L. G. FOUSE, President 





More nearly approach perfection than any life 
insurance contracts we have ever seen. 
for the descriptive folder. 


The Fidelity Mutual Life Insurance Company 


Write 


PHILADELPHIA 
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WESTERN STATES LIFE. 





Making Commendable Progress—Vice- 
President Saunders Speaks of Aid 
Rendered By Associates. 





The May business of the Western 
States Life of San Francisco was $1,- 
06,225 covering 406 applications. The 
examined business for June, 1911, was 
$354,050; November produced $507,300 
and April of this year $724,950, which 

nount was increased over a quarter 

of a million during May. The achieve- 
ment is all the more commendable 
hen it is considered that Vice-Presi- 
nt and Manager of Agencies Saun- 
rs only asked for $850,000 for the 
onth. 

The examined business for the 

elve months ending May 31, 1912, 
as 3,043 applications for a total of $7,- 

},010, the paid results being 2,227 ap- 
lications for $5,330,425. At the date 

utioned there was over $1,000,000 of 
siness in the hands of agents in pro- 
ss of settlement and collection, not 
juded in the paid-for business above 
yted. 

\nother noteworthy feature is that 

the $7,193,575 written business $4,- 

},200 was produced by new men who 

ve entered the company’s service 

ce June 1, 1911. 

Speaking of the record for the past 

ir, Mr. Saunders says that “no sugar 
propositions, special contracts 

board schemes have been resorted 
and that substantial progress has 
en made in the development of an 
ency organization in California, Ore- 
on, Washington, Idaho, Utah, New 
ico, Arizona and British Columbia. 
le also shows himself to be a big cali- 
by acknowledging the aid and in- 
iration received from his associates, 
follows: 


oated 


[ have at all times received from 
resident Porter, Vice-President Wise, 
retary and Actuary Withington, and 
ledical Director Gibbons such counsel 
nd encouragement as have furnished 
Witn a never-ending stream of in- 
ration and courage. The loyal de- 
on and help rendered by superin- 
ndent of agencies, Jos. H. Gray, in- 
ector of agencies, Harry Ford, super- 
visor W. H. Miller, supervisor Harry E. 
(hixton, and many more of those true 
nd tried ‘outer guard’ dependables, 
have smoothed the way and made my 
ork easier, without which the record 
rein contained would have been im- 
possible.” 





LOCAL OR NATIONAL? 





R. T. Furman Points Out Lessons from 
Great Disasters. As To Law of 
Average. 





In a recent letter to the agency force 
of the Reliance Life, Robert T. Fur- 
luan, Vice-president and general mana- 

r, discussed the advisability of a com- 
pany doing a general rather than a local 

isiness. He said in part: 

“The function of insurance is to scat- 
ter among many the losses of the few. 
!'o distribute the misfortunes of stricken 
localities among many. The nature of the 
insurance business forbids the applica- 
tion of the local idea. For example, sup- 
pose the passengers and crew of the 
“Titanic,” several thousand in number 
(as Many adults as many towns have), 
had gotten together before sailing and 
said: ‘There is no use in sending our 
money to a lot of insurance companies. 
Let us keep our money among our- 
selves. Let us insure ourselves and 
have our own insurance company.’ Sup- 
pose they had carried out that idea and 
issued policies, what would they have 
been worth? Take another example. 
Suppose the people of Chicago, just be- 
fore their great fire, had decided to stop 
sending money away for insurance and 
had localized their insurance. Would 
their policy have been worth much? 
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Suppose all the people who perished in 
the Galveston flood had been insured 
in a Galveston life insurance company, 
could that company have paid its losses? 
Suppose Johnstown, just before the 
flood had organized a life insurance 
company and kept its insurance money 
at home. Suppose San Francisco had 
depended on local companies to pay the 
losses of their great conflagaration? 
the fact is that the great disasters 
which insurance is intended to meet 
are usually local. A great theatre fire, 
like the Iroquoise fire, might happen in 
a small place and cause a mortality 
which a local company could not meet. 
The same is true of the ‘Slocum excur- 
sion boat disaster. Epidemics are local. 
Tornadoes are local. In fact, the list 
of possible local calamities is a long 
one. Insurance, if it is to be real in 
surance, must meet them all.” 


SYSTEM AND ENTHUSIASM. 
Progressive General Agency of Provi- 
dent Life & Trust Specializes Upon 
Two Essentials To Success. 





Wells & Hilleman, general agents of 
the Provident Life & Trust at Pitts- 
burgh, in addition to having the repre- 
sentation of one of the very high-grade 
institutions, specialize on “System and 
Enthusiasm,” and with this combina- 
tion, it is surprising what can be ac- 
complished. 

New agents carefully selected are be- 
ing added to the agency force, the plan 
being to employ only those men who 
stand for integrity, energy, loyalty and 
ambition. The Information Bureau plan 
which is maintained, is a great help to 


agents—and the general agent who 
overlooks this bureau in his agency 
makes a grave mistake; and still a 


greater mistake if he does not install a 
systematic method of handling pros- 
pects and assisting the agents thereby. 

The “Honor Roll” of the agency is 
also a very interesting factor for suc- 


cess, and proves the wisdom of ac- 
knowledging substantially the efforts 


and results produced by the men who 
are constant in their efforts. Among 
the leaders are: Rome Hutson, W. K. 
Ross, A. G. Ashbrook, C. F. Brittain, 
M. F. Edwards, B. M. Blose, F. Clerihue, 
G. W. Richards, H. J. Adams, L. W. 
Park. 





HALF MILLION A MONTH. 





Standard Life of Pittsburgh Reports 
Good Business—$7,000,000 Now 
In Force. 


Vice-President Wesley of the Stan- 
dard Life of Pittsburgh states that the 
agency force of the company is now 
producing business at the rate of $500,- 
000 per month and that if the present 
rate is maintained the company will 
show an increase in insurance in force 
at the close of 1912 of more than fifty 
per cent. 

The company now has $7,000,000 of 
business in force, the gain thus far 
being twice as much as that experi- 
enced for the entire year of 1911. 





“Caritas Cup.” 





The Reliance Life staff are contesting 
during June for the Caritas Cup, de- 
signed and named from the trade-mark 
of the company. On one side is 
sketched the trade-mark and on the 
other will be engraved the name of the 
winning department. The basis will be 
the largest volume of business in June 
proportionate to the yearly allotment. 
In order to own the cup, it will be 
necessary to win it two years in suc- 
cession. 

In addition to the Caritas Cup, ten 
large, framed engravings of the Cup 
Defender Reliance, after which the com- 
pany was named, will be presented to 


the leading ten departments on June} 


production. 


COUNTRY DISTRICTS PROSPEROUS, 





Edgar C. Fowler, After Long Tour, Re- 
ports Significant Condition In Out- 
lying Territory. 





Edgar C. Fowler, superintendent of 
agencies for the State Mutual Life of 
Worcester, Mass., recently made an ex- 
tended tour of the country, visiting the 
agencies of the company, and he dis- 
covered a significent condition in the 
country districts of the West and 
South. Mr. Fowler, who is a trained 
life insurance observer and quick to 
notice tendencies in the business, re- 
ports that he found an awakening in 
all the outlying districts and a general 
prosperous condition, making it most 
favorable for presenting life insurance 
to the people. 

Mr. Fowler says that there never was 
a time when the prosperity of the 
small towns was as great as it is now, 
and they seem to be little affected, if 
at all, by the politics of the Presidential 
year and other questions that are agi- 
tating the people in some sections. 
The old-time suspicion of the farmer 
toward the life insurance man has 
passed away and the present-day farm- 
er, who is, first of all, a business man, 
is able and willing to approach life in- 
surance as a business proposition that 
is necessary to his credit and his 
success, 





WORTH STRIVING FOR. 
President Hoyt of Hartford Life In 
Charge of Entertainment of Con- 
vention Delegates. 

The latest number of “Office and 
Field” the official organ of the Hartford 

Life contains the following: 

“President Hoyt has arranged to 
devote the entire time during the visit 
of Club members at home office to their 
entertainment. He enjoys the personal 
acquaintance of field men and never 
opportunity to meet them 
The field men, likewise, will benefit by 
this acquaintance and should come in 
larger numbers. It is the intention to 
inake this visit one of profit and 
pleasure to all, a mutual benefit, a good 
fellowship meeting where business re- | 
lations take the form of personal | 
friendship and all meet on a common | 
level. It’s a chance of a lifetime, and | 
you will regret it always if you fail| 
to unite yourself with the winners.” 

Mr. Hoyt is a worker and a producer 
and from either viewpoint is an in- 
spiration to the agency force of the 
Company. He is also a man of high 
ideals and pleasing personality. 


Inisses an 





“Going Some.” 

Down in Texas they have a custom of 
backing up a statement of commenda- 
ble achievement by the expression 
“That’s going some.” That is what a| 
person thinks following a perusal of the 
record of the Great Southern Life of 
Houston. The financial and business 
statement for May was the best of the 
31 months which the company has been 
doing business. Its assets increased 
from $1,194,723 to $1,220,471, and its 
surplus from $939,420 te $944,867. The 
outstanding insurance in force on June 
1 was approximately $13,000,000—an 
average of over $400,000 per month 
since the date the company commenced 
business, November 1, 1909. 














THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 





security, with a safe, 
equitable contract 
FINANCIAL STATEMENT 
Assets Jan. 1,1912 $58,440, 118.63 
Liabilities........ 53,858,811.65 
ee 4,581,306.98 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 
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200 Fifth Avenue, New York 
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Il. LETTER TO A BEGINNER* 





Having decided that the company 
whose appointment as agent you now 
hold is the best, and determined, I hope, 
to give it your unswerving loyalty, you 
are in a position to consider further 
what principles will most surely lead 
you to success. lt must be assumed 
that you are interested in your new 
vocation and that you will give it your 
attention in some degree. The degree 
to which you give the business your at- 
tention will be the degree of your suc- 
cess. Attention is of two kinds, natural 
or voluntary attention and artificial or 
forced attention. At first attention wiil 
be easy because the subject is new and 
interesting. Your feelings will travel 
with your necessities and you will make 
rapid progress toward a knowledge of 
your work. But even so strong a feel- 
ing as hatred melts away, and so after 
a time you will begin to feel the call 
of other interests, newer feelings. This 
will be a critical time for you since if 
you are unable to substitute artificial 
attention by an act of will power, for 
the natural attention that is fading 
away, your failure is certain. The 
pailosopher Locke has truly pointed out 
that it is in their relative powers of 
maintaining artificial attention that men 
chiefly differ. This kind of attention 
comes from the mind and not from the 
feelings, hence it is more enduring. 
Persisted in after the first surprise of 
fatigue it soon becomes, by one of those 
merciful provisions of nature, a habit. 
As the habit of work becomes more and 
more firmly fixed in the character, the 
effort requires the expenditure of less 
and less nervous energy, until at last 
your work well done will become one 
of your greatest sources of pleasure. If 
this were not so, there would be very 
few persons capable of sustained effort, 
without which nothing worth while 
would ever be accomplished. As it is, 
the number who fail to work past the 
inevitable death of first enthusiasm is 





*From Northwestern Field Notes 


AMONG THE COMPANIES. 





The Detroit Life set May as “Stock- 
holders’” month when a special cam- 
paign was conducted among the stock- 
holders to increase their amount of in- 
surance carried with the company. 
President M. E. O’Brien says that it 
was the greatest month in the history 
of the company, the total business 
written being $322,500. This brings the 
total business written up to $3,465,770, 
which is practically the three and one- 
half million mark that has been the 
goal for the past two months’ work, 
The company has set four millions as 
the amount to be attained by August 1. 





The Old Line Bankers’ Life, of Lin- 
coln, has issued a statement of a 20- 
payment life policy which matured re- 
cently, on which the assured, James 
Squair of Cedar Rapids, Neb., received 
a settlement of $1,937.04 on a $2,000 
policy. The total premiums paid were 
$1,109.20. The reserve was $971.76 and 
the surplus $965.28. 





The Manhattan Life has appointed as 
its manager for Maryland Joseph A. 
Lowekamp, with headquarters at Balti- 
more. 





Vice-President Thomas A. Buckner 
ot the New York Life, is on the Pacific 
Coast. 





It is planned to hold the annual mid- 
summer outing of the New England In- 
surance Exchange at the Pomham Club, 
East Providence, R. I., on the 21st inst. 


very large. The warning that this 
period of fatigue will come to you, and 
the assurance that if you are steadfast 
it will pass, and your work become 
easier and easier, will, I hope, aid you 
to carry your burden until usage shall 
have lightened it. Experience shows 
that “The fatigue gets worse up to a 
certain critical point, when gradually 
or suddenly it passes away, and we are 
fresher than before.” 

Several eminent gentlemen of philo- 
sophie inclinations have asserted that 
every great movement is the result of 
enthusiasm and that nothing great was 
ever accomplished without it. Many 
thousands of lesser teachers have re- 
peated this. You will be told on fre-| 
quent occasions that you must be “en- | 
thusiastic” or you cannot succeed. A | 
little healthy skepticism on this point | 
will do you no harm. It was undoubted- | 
ly enthusiasm for the great ideal of life | 
insurance that gave you the power of | 
natural attention during those first few | 
weeks. You couldn’t understand how 
any mind could remain dull to the duty | 
of insurance protection. What then be | 
came of this wonderful feeling? Why, | 
it died as all such evanescent things do, 
to be replaced by a force more endur-| 
ing, the force of human will. Of course, | 
men differ in this matter. Some are 
slow to ignite and their enthusiasm may 
burn longer, some flame up quickly and 
as a rule die down to bored indifference 
with equal rapidity. But, burn out,/! 
these enthusiasms inevitably will. and 
he who tells you to “be enthusiastic” 
might as well exhort you to add a cubit | 
to your stature. Instead of trying to 
fan dead fires I urge you to be merely 
industrious. Feelings cannot be made} 
to order as everyone knows, but indus- 
trious you can be if you have any will 
power. The best part of this advice is 
that even should you seem to fail in 
this work in spite of industry, a pos- 
sibility most remote, you will still have 
won a victory over yourself that will 
stand you in good stead when you find | 
your true vocation, 











Field Men Organize. 





On Monday of this week the city 
and country agents of the Pittsburgh 
agency of the Provident Life & Trust | 
met and formed a permanent organiza- | 
tion for the advancement of efficient | 
production, with the following staff of 
officers: W. K. Ross, president; Arthur 
G. Ashbrook, vice-president; C. F.| 
Brittain, treasurer; Miss Theodora 
Hoerle secretary. Meetings will be 
held each Monday morning, commencing 
at 9 o'clock. 

Graham C. Wells and G. A. Hilleman 
general agents and Dr. Jones, medical | 
examiner, were elected ex-officio mem- | 
bers. 





“Men give me credit for genius, but 
all the genius I have lies in this: When | 
I have a subject on hand I study it pro- | 
foundly. The effect I make they call! 
the fruit of genius. It is, however, the | 
fruit of labor and thought.”—Alexander 
Hamilton. | 





Travelers Home Office Changes. 





L. E. Zacher has been made treasurer | 
cf the Travelers Insurance Co. and J. | 
W. H. Pye, has been appointed comp- 
troller succeeding L. L. Felt resigned. 





One application a day is the record of 
Donald C. Scott, a late Western Penn- 
sylvania agency accession to the Reli- 
ance Life of Pittsburgh. 





OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in New York City, the greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 


June 27, 1912. 











FEDERAL LIFE 


Insurance in Force - - - - $20,000,000.00 
Capital, Surplus and Reserves ~ 3,000,000.00 


An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies 

Accident and Health Department just being inaugurated. 

Exceptional opportunities for men of ability desiring to form PERMANENT conneetions. 


If interested address 
ISAAC MILLER HAMILTON, President 
CHICAGO 














Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches fer PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 








FOUNDED 1868 


Of the United States of America 
ALBERT M. JOHNSON Home Office: 
President 


attractive issued. 





The Emblem of Sound Insurance 


National Life Insurance Company 


National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company. 
There are few companies as substantial and none with more desir- 
able contracts for the rightmen. Our policy ontracts are the most 


Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 








STRONCEST TEXAS 





SOUTHWESTERN LIFE INSURANCE COMPANY 


OF DALLAS, TEXAS 


DECEMBER 3ist, 1911 


$16,857,000.00 
1,660,000.00 
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Incorporated 1351 


BERKSHIRE 
Life Insurance Co. 


PITTSFIELD, MASS. 


KEEP POSTED By Reading 


——EACH WEEK—— 


SUBSCRIPTION $3 PER ANNUM 


W. D. WYMAN, President 








Its policies which are issued 





E at low rates, contain 








A COOD OPENING 


_An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


a many liberal 
privileges. 


Correspondence Invited 


W. S. WELD 


Superintendent of Agencies 


105 William St., New York City 
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New Agents and Ordinary Business. 





It is just as easy for an agent in the 
very first week of his agency to write 
ordinary insurance as industrial when 
the way has been properly demonstrat- 
ead by his assistant superintendent. 
Why is it so many assistants, in intro- 
ducing a new agent over a debit, feel 
that they must first show how to write 
industrial? Why not ordinary? The 
same assistant in canvassing the head 
of the house will more likely quote in- 
dustrial rates first, instead of the or- 
dinary or intermediate. The trouble is 
he does not strike high enough, 

If a new agent is taught to write or- 
dinary urst, be will the more naturally 
look Lor tiat class of busimess, and in 
luis Canvass on and off his aevit he will 
in no less degree secure industrial ap- 
plications. Some of the greatest suc- 
cesses 10 Our business have been men 
who, to the writer's personal know.- 
euge, had trom 92,vWU to 95,vuu of ordi- 
lary written betore their nrst issue of 
ludustnial, 

in Lact, a vacan¢y in the agency 
ranss 1s and shouid be filled by the man 
Wwuose slaudiug and iniiuence in the 
COuuuulity are such that he can take 
the dSpistaut to friends and acquaint- 
auces Where ordinary of goou yuauy, 
can be writien veiore he is assigned to 
a devil. AS @ rule, the Man who is a 
sieauy prouucer im orulmary writes a 
better graue of industrial, because he 
Se€1eCls u Deller Class OL people to solicit. 

‘ibe agent's siguature to toe “optumis- 
tic voucner” (fourm 41) tor the commuis- 
$10n On a few annual premiums will 
niaterially assist in Keeping nim in the 
business.—H. R. Kenaail, superintend- 
ent, she Prudential, Louisville. 





Maintaining Steady Production. 





To accomplish the above is the aim 
of every man engaged in life insurance 
work, trom tieid man to president, and 
to dO sO requires Constant thougnt and 
pianning. 

Past experience must be drawn upon, 
a study made of former mistakes, in 
order taat they may not occur again. 
{ think it was a tonmer president of 
the United States who said, “It was 
oly a tool wao never made a mistake, 
bUL it Was a douvie fool who made the 
Sale luistake twice.’ And it will pay 
Ls lO Sluuy OUr mistakes and nnd out 
ihe “way lor” of them, in order tor us 
io Keep out of the second Class meui- 
tioned, 

‘lo keep producing steadily, we must 
NOL Oliy pidu Well Lor LO-uay's WOrk, DUL 
4icO LUA Oul a COuwprenensive scaenie 


coverlug the wuoie year, a tfexibie 
sScuelue, that will stretch or con- 
tract as required. A close watch 


must be kept over local conditions on 
the debit and in the district, and we 
must be ready with the proper move 
to ollset that condition which is facing 
us. if we und that our lapses in indus- 
trial are heavier than looked for and 
our writings somewhat weak, have a 
special elort, from Saturday to Tues- 
day, in revivals; it is a wonderful heip. 
lt not only keeps the issue up, but gives 
us experience and confidence, and we 
also revive many a policy on these oc- 
casions which otherwise we would not 
have secured; in fact, the extra effort 
and enthusiasm displayed often con- 
vinces the policyholder of the merits of 
protection, which under ordinary cir- 
cumstances the agent would fail in 
doing. 

Steady production in industrial is 
very essential to the success of the 
field man, and too much thought can 
not be given to it. 

Men who are in earnest in this busi- 





ness and are looking and working for 
success will never overlook a sugges- 
tion made in Saturday morning’s meet- 
ing, but will seize upon the smallest 
idea and work it successfully. 

A definite plan for systematic work, 
followed persistently, keeping the 
thought ever before us that production 
is what counts, with courage and a 
willingness to do our work, using our 
brains with intelligence, and never al- 
lowing any obstacle to conquer us, but 
with a strong heart, doing our work as 
men, will reward us with the success 
we wish.—C. L. Boyd, superintendent, 
The Prudential, Hamilton, Ontario. 





Earnestness of Purpose. 





To accomplish any task of import- 
ance in this life we must first have a 
purpose, a desire, a determination to 
do or to accomplish that certain end. 

In no vocation is this matter of pur- 
pose of greater importance than in the 
life of the industrial insurance worker, 


for in no other business is the matter 
of success or failure so much within 
the man himself. In no other calling | 


is the matter of personal enthusiasm, | 
energy and application to detail so es- | 


sentially necessary in order to climb the 
ladder of success. 

There is no doubt that almost every | 
man has within him a Certain aspira- | 
tion to succeed to a higher and more} 


iucrative position, but in the desire for | 
greater things in the future we are| 


prone to forget the most important 
thing in life, which is always the task 
at hand. 

To have a fixed purpose in view, to 
have aspiration for the future is good, 
but to do well and faithfully our duty 
each day, prepares us for the higher 
positions and greater responsibilities 
when they come to us. 

The agent who aspires to the position 
of an assistant superintendent and at 
the same time persistently and diligent- 
ly takes care of the details in connec- 
tion with his agency, endeavoring at 
all times to protect his interest by con- 
serving that of the district as well as 
the company, is the man who, when he 
is advanced, will conscientiously han- 
dle the duties of his new position and 
at the same time retain his fixed pur- 
pose for still further advancement. 

Disraeli says, “The secret of success 
is constancy of purpose.” I have found 
in our work that we must not only be 
constant in our purpose, but our pur- 
pose must be founded upon a deep 
seated earnestness that prompts us to 
pursue it, regardless of obstacles or 
difficulties, which we must all encoun- 
ter. 

Our earnestness of purpose not only 
inspires within us greater determina- 
tion to accomplish the task at hand and 
carries us forward in the work, but by 
our earnestness and concentration we 
draw to us those we desire to interest 
in our cause. Alexander C. Bell says, 
“Concentrate all your thoughts upon 
the work in hand; the sun’s rays do 
not burn until brought to a focus.” 

Then with love of his work, loyalty 
tc his company, and a constant deep 
earnestness of purpose, 2 man may not 
only fill with credit his present posi- 
tion, but may hope to reach any place 
to which his ambition aspires—W. A. 
Thompson. 








THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 


The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1911 was: 


526 per day in Number of Claims Paid. 





6,432 per day in Number of Policies 
Issued and Revived. 

$1,524,268 per day in New Insurance 
Issued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$128,468.73 per day in Increase of 
Assets. 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN President 











J. G. WALKER, President W. L. T. ROGERSON, 2nd Vice-President 


T. WM. PEMBERTON, Ist Vice-President E. D. HARRIS, Secretary 


The Life Insurance Company of Virginia 


ORGANIZED 1871 
Home Office - - RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurancé Company 
The PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their provisions and their values are absolutely 
guaranteed 
BORE, oc ccssiacncreszcsnesseeeses December 31, 1911......... ose $7. 
Ree December 31, 1011 — eeneee : : 4 
Capital and Surplus...............December 31, 1911...........++006s mH 
Insurance in Force. December 31, 1911 ; wbaenie ne { 
Total Payments to Policyhoiders since Organization - hike re 











INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity fora few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most l'beral Industrial Policy 








ROME INSURANCE CUMPANY 
ROME, GA. 


4. G PORTER Vice ce- Pres. and Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 




















READ die 
THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 
PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 


_ —$ 





The Western and Southern Life Insurance Company 


w. J. WILLIAMS, President CINCINNATI, OHIO 
The Largest Industrial Company West of the Alleghenies 
Issues All Standard Forms of Ordinary $500 to $10,000 
PROGRESS BY FIVE-YEAR PERIODS 


Year Assets Income Amt. Insurance 

1889 $107,864.00 155'250 00 a serd 
1899 407, 217.00 524,219.00 10,881,961 
1904 1, 074, 653.73 1,139,326.96 25,715,285 


1909 4,869,882.22 2,103,595.89 44,780,907 
1910 5,014,764 2, 693,207 49,245,028 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
JOS William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

“ Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.; under the act of 
Congress of March 3, 1879. 








INCENDIARY FIRES. 
Commenting upon the recent arrest 
of the head of a reputed ‘“fire-bug 
syndicate’ in New York, the fire 
marshal made the flat statement that 


fully twenty-five per cent. of the fires 
of the incendiary 
origin. that an 
additional could 
be attributed the 
part of property-owners akin to crim- 


metropolis are of 
If the officer 


twenty-five 


asserted 
per cent. 
to a carelessness @n 
inality, he would not have been strain- 
ing the truth in the least. 

Here is a 


property conservationists to do effective 


golden opportunity for 


work, and aid the underwriters in re- 
ducing the enormous annual fire drain. 

If, as has been frequently urged, every 
fire loss was properly investigated by 
the police, or by specially appointed 
officers before the assured were privi- 
leged to collect from the insurance 
companies, and claimants made to 
realize that a fire was a real mis- 


fortune instead of a piece of rare good 
the 


luck, as is but too often the case, 


lumber and seriousness o7 fires would 
rapidly be reduced, and a vast amount 
of wealth be saved to the country. 





AN UNWISE LAW. 





an 
of 


in this issue appears 


Elsewhere 


article relative to the abandonment 


a plan to merge two North Carolina 


life 


1eason 


insurance companies, the primary 
being the inability to 


of the 


for same 
unanimous consent 


both 


secure the 


policyholders of institutions to 


the transaction. 
While we have not perused the North 
Carolina statute governing mergers or 


reinsurances of life insurance com- 


panies, it has been stated in print that 
the unanimous consent of policyholders 
If such 


ridiculously 


is a requisite to such a deal. 


is the case, the law is 


may be 
than 


absurd, and in its 


decidedly 


operation 


antagonistic to rather 
in the interest of the policyholders as 
a whole We believe in having ade 
quate legal protection for the assured 
but the claims 
policyholder, or 


should not be placed paramount to the 


or whims of a single 


even a small group 


a 





wishes of the overwhelming majority. 
The opposition of the few, or the indi- 
vidual, may not take into consideration 
the best interests of the organization 
as a whole, but rather based on per- 
sonal prejudices. 

In this particular instance, among 
insurance men generally, there is not 
a shadow of doubt but that the con- 
solidation was desirable, both from the 
viewpoint of policyholder and stock- 
holder. “In union is strength” is an 
cld saying which has lived for decades 
because it is based on truth. The two 
Carolina companies are doing as well as 
most of the younger institutions but 
the natural fixed expense of each is 
in excess of what the business can 
well afford. By combining, a large per- 
centage of the whole could be saved. 


Another factor to be considered is 
ihat under the present method the 
companies are competitors not only 
with out-of-State institutions doing 
business in North Carolina, but also 
in vieing with each other for home 


patronage. This would be eliminated 
in case of a consolidation. 

A further advantage to be gained 
from the deal would have been the in- 
creased prestige gained in ranking as 
one of the largest southern companies. 

That it has not been possible to 
realize these benefits is due to an un- 
wise law, which in the interest of the 
citizens of North Carolina should be 
amended or repealed. 








JOHN WANAMAKER ON LIFE _IN- 
SURANCE. 

John Wanamaker, 
was for some years the most heavily 
insured man in the United States. We 
Lelieve that he is surpassed now only 
by his son. In a speech made by Mr. 
Wanamaker at a banquet given by the 
National Life Underwriters, he had the 
following to say relative to his beliefs 
and investments in life insurance: 

“I believe that life insurance is a 
kind of everyday common righteousness 
to our fellows, and the faith that is 
in me since my boyhood, when I soon 
after placed my first policy of insur- 
ance while working on a small salary, 
is still growing. I have that policy 
yet; it is as good as gold, and the 
company is forty years older, I think, 
han when I took it out, certainly thirty- 
five. Soon after I came into business, 
such was my interest in life insurance 
and beliez in its wisdom, that one of 
the first reckless things I did was to 
make a Christmas present of a $1,000 
policy, paid for a year, to every man 


of Philadelphia, 


in my employ. I thought that that 
was a good investment. 
“I have been so often asked about 


my own insurance that I am going to 
gratify a curiosity that some of you 
have expressed, perhaps, in regard to 


it. I had no thought whatever of be- 
coming the largest life insurer, if that 
is true, as has sometimes been said 
of me. I never started out to do any 
large thing, but I have been a great 
hand to work hard at everything 1 
took hold of. There is not any man 
that I would not sooner see have a 


larger line, and I will promptly yield 
the place to any of you or your frends. 


“It was the influence of one man 
who thought about it, and I was the 
man. I simply worked out five con- 


clusions as the result of my own think- 
ing, without any moving causes except 
my own judgment: 

“First—That at that time I knew I 
was insurable and I could not be certain 
of accident or of ill health, and it might 
be that at some future time I would 
not be insurable. That was the first 


a 


TO CHANGE CLASSIFICATION 


ALONG LINES OF LIBERALITY. 





Eastern Union to Promulgate Changes 
July 1—Various Other Matters 
Considered by Association. 





Upon recommendation of its arbitra- 
tion committee the Eastern Union, at 
its June meeting on Thursday last, 
decided to liberalize the interpretation 
of certain classes of risks, the new 
definitions to be promulgated on the 
first prox. 

The Union reaffirmed former powers 
given to the arbitration committee re- 
garding the supervision of general 
ugencies, it being found impracticable 
tc devise rules which would do justice 
to all interests involved. It is not the 
purpose of the arbitration committee 
to insist upon radical changes, but to 
so readjust the general agency question 
as to protect equal rights of all com- 
panies interested. 

The membership committee reported 
favorably upon the application of the 
Rochester German Underwriters’ Agency 
for membership in the Union and it 
was unanimously adopted. It also 
recommended the acceptance of the 
resignation of the Sun Insurance Com- 
pany of New Orleans, which Company 
has recently gone out of business. The 
Boston committee reported consumma- 
tion of its labors and the approval of 
the plan adopted by the Boston Board, 
which plan was approved by the Union 
and referred back to the Boston com- 
mittee for the preparation of an agency 
agreement. 

The committees on the various large 
cities reported progress, with no definite 
recommendation. The constitution of 
the Union was amended by a return 
to the old program of monthly meet- 
ings to be held on the third Thursday 
of each month with the exception of 
July and August. This was found neces- 
sary in order that the various matters 
which come up for the attention of 
the Union have careful consideration. 
The next meeting of the Union will, 
under this new rule, be held on the 
third Thursday of September, unless a 
special meeting for the summer should 
be called, which is not anticipated. 

The Union welcomed with pleasure 
the presence of W. J. Dutton, president 
of the Fireman’s Fund Insurance Com- 
pany of San Francisco, Cal.; also, U. 
©. Crosby, former manager of the Royal 
Exchange and now an honorary mem- 
ber, and the return from extended trips 
of E. H. A. Correa, vice-president of 
the Home Insurance Company, who has 
been out to the Pacific Coast; Victor 
Roth, secretary of the Security Insurance 
Company, New Haven, and Colonel A. 
H. Wray, who has recently been abroad. 


step to the building of sixty-two policies. 

“Second—That life insurance was one 
of the best forms of investment, be- 
cause from the moment it was made 
it was good for all it cost and carried 
with it a guarantee that there was a 
protection in that investment that I 
could not get in any other. 

“Third—That life insurance in the 
long run was a saving fund, that not 
only saved, but took average care of 
my deposits and took me into partner- 
ship in possible profits, that not infre- 
quently returned principal and interest 
and profit. 

“Fourth—That life insurance, re- 
garded from the standpoint of quick 
determination, was more profitable than 
gny other investment I could make. 

“Fifth—That it enabled a man to give 
away all he wished during his lifetime 
and still make such an estate as he 
cared to leave.”—Aetna Life News, 





The annual meeting of the Arkansas 
Association of Local Fire Insurance 
Agents will be held at the Marion Hotel, 
Little Rock, on the 20th and 21st. 


— 





OF PERSONAL INTEREST 








On account of the death of L. A. 
Warfield, its resident manager for St. 
Louis, the New York Underwriters 
Agency has remodelled its field ar- 
rangements in Missouri. Walter L. 
Maillot, who, until the present time, 
has been State agent for Missouri out 
side of St. Louis, will now have juria- 
diction over the whole State. He will 
be assisted in St. Louis by Roy W. 
Smith, who will continue the St. Louis 
office formerly in charge uf Mr. War- 
field and will give particular attention 
to the business of St. Louis city and 
county. Mr. Smith has for some years 
been special agent of the Hamburg- 
Bremen in Missouri and Kansas and 
has resigned his position to enter the 
employ of the New York Underwriters 
Agency. F. M. Bishop of Kansas City 
will continue to assist Mr. Maillot in 
Missouri outside of St. Louis. 





In appreciation of the efficient work 
performed for the Nord-Deutsche Insur- 
ance Company of Germany, on this side 
of the water, Paul Wolf has been ap- 
pointed secretary of the company’s 
United States branch, in line with the 
suggestion of United States manager 
J. H. Lenehan. 


Mr. Wolf is a graduate of the com- 
pany’s home office, where his services 
were so highly appreciated that he was 
sent successively to the branches in 
France, Russia and this country 
to assist the resident managements. 
Thoroughly familiar with the head 
office plans and policies, and keenly 
alive to the company’s interests, Mr. 
Wolf has been of great service wher- 
ever he has been accredited, and the 
recommendation of Mr. Lenehan above 
noted, indicates his appreciation of the 
young underwriter. 





A late visitor to the insurance dis- 
trict of New York was H. M. Arnaud, 
manager of the insurance department 
for F, C. Lowes and Company, Calgary, 
Canada. The firm of Lowes and Com- 
pany is extensively interested in real 
estate, insurance and industrial enter- 
prises in Western Canada, and main- 
tain in addition to their chief office, 
branches at Edmonton, Lethbridge and 
Medicine Hat. Mr. Arnaud, who looks 
after the insurance branch, is a 
Canadian of the progressive type, and 
is interested in all that makes for the 
upbuilding of the great Canadian North- 
west. American men and institutions 
of the proper type are welcomed across 
the border, he says, and the record of 
the Pennsylvania company in his office 
is evidence conclusive of the truth of 
the assertion. 





In the distribution of the health 
leaflets among new policyholders, The 
Prudential agency force is doing a 
practical and most commendable work 
in helping to conserve the public health. 
Four of these leaflets have already 
been distributed. Each one is valuable, 
being carefully prepared by competent 
authorities. The first of the series pre- 
sented admirable general health rules. 
Number two was devoted to the care 
of children in the summer-time. Num- 
ber three gave wise suggestions as to 
the prevention of consumption. “Fresh 
sir’ and its importance to health 
formed the subject of number four, and 
a special one is devoted to showing 
how to diminish the housefly nuisance. 
Widespread distribution of these aids 
to hygienic improvement is sure to pro- 
duce beneficial results. 





Samuel Appleton, United States 
manager of the Employers’ Liability 
Assurance Corporation, who has been 
abroad for some time is due to arrive 
in Boston the forepart of next week. 
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UP 10 THE LOCAL MEN AGAIN 


VIEWS OF AGENTS REQUESTED. 


Asked to Formulate Rules Defining 
Status of Underwriters 
Agencies. 


Local agents at Baltimore, Buffalo 
and other prominent centers where sole 
representation is supposed to obtain 
bave been asked to prepare rules for 
the government of underwriters’ agen- 
cies in their respective localities, and 
submit same to the special committee 
of the Eastern Union named to deal 
with the general subject some months 
ago. 

Once the matter called for shall have 
been received it will be carefully gone 
over by the committee, and in turn laid 
before the members of the Eastern 
Union at their next regular meeting. 

While the equality of agency repre- 
sentation idea is favored by many 
company executives, they are by no 
means @ unit in its advocacy, a num- 
ber of those having underwriters agen- 
cies being unwilling to concede a single 
point to the offices without such con- 
nections. The problem is the most 
complex with which managing under- 
writers have had to deal in years, and 
although it has been threshed out time 
and again, a satisfactory solution seems 
as far off as ever. 





WANT STATE RATING BUREAU. 


Local Agents of North Carolina Petition 
South Eastern Underwriters Asso- 
ciation Upon Subject. 


Local agents of North Carolina favor 
rates made by a State organization, 
rather than from a central bureau at 
Atlanta. At the annual gathering of the 
jocal men at Raleigh some days ago, the 
subjoined resolution was unanimously 
adopted: 

“That, whereas the North Carolina 
Fire Underwriters’ Association has 
fone on record as favoring a State rat- 
ing bureau, the president be instructed 
to appoint a committee of this Asso- 
ciation to confer with the South East- 
ern Underwriters’ Association regard- 
ing the establishment of a State rating 
bureau and that a committee be clothed 
with full power to approve or disap- 
prove, in the name of the North Caro- 
lina Fire Underwriters’ Association, 
such methods of operation of said bu- 
reau as may be proposed by the South 
Eastern Underwriters’ Association and 
that it shall be the duty of the com- 
mittee to act in all questions pertaining 
to the establishment of said bureau as 
will best subserve the interest of the 


San Francisco Losses 

Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 


office in Liverpool 











funds largely supplied by head 


U. S. Cash Assets, Dec. 31, 1910 $13,784,520.57 
Surplus, - 
Losses Paid by Chicago Fire, 1871 
es Paid by Boston Fire, 1872 
osses Paid by Baltimore Fire, 1904 


4,48 1,988.60 
3,239,491.00 
1,427,290.00 
1,051,543.00 


greatest number of North Carolina 
upents; 

“dnat Raleigh be recommended as 
the location ol this rating bureau. 

AS the South Kastern Underwriters 
Association at its annual convention 
in May last approved the making Ol 
rates by State organizations, it should 
be an easy matter for the North Caro- 
linians to get what they seek. 

The strong argument in favor ol 
tariff making by a State commission 
is that the men thus chosen are in 
much closer touch with the physical and 
moral aspects of properties within their 
respective commonwealths than out- 
siders can possibly be, and that the 
assured is far more willing to accept 
figures prepared by home talent than 
he is to take those gotten up by repre- 
sentatives of a distant organization. 
Again, the plan gives the agents a voice 
in fixing the charges, and secures their 


hearty co-operation in their enforce- 
ment, 
Virginia has enjoyed home rate- 


making for a number of years, and the 
result has been satisfactory all around. 


TAKES STOCK FOR AGENCY. 


J. F. Cobb Alleges He Was To Get Im- 
portant Field for Texas Company. 
—Suit Filed. 





the charge of em- 
against him by the 
of Dallas, J. F. Cobb 
of San Francisco, alleges the company 
is indebted to him under a transaction 
negotiated almost three years ago. 
Cobb avers that he purchased $6,000 
of the company’s stock in October, 1909, 
the only reason therefor being “that 
they told me that if 1 purchased the 
stock they would give me a general 
agency contract for a period of five 
years, covering the States of Oregon, 
Idaho, Utah and Nevada.” He main: 
tains that the management of the In- 
ternational failed to live up to the 
agreement, for, while Idaho and Utah 
were gone into, Oregon and Nevada 
were never entered. Feeling aggrieved 
because of the alleged conditions com- 
plained of, and by the charges of em- 
bezzlement lodged against by the 


As an answer to 
bezzlement lodged 
International Fire, 


him 
company, Mr. Cobb in turn has brought 
suit for libel. 





Will Consider “Excepted Cities.” 
Union in 
which is 

and other 


To represent the Western 
the joint committee of ten 
to consider the expense 
»roblems in connection with ‘excepted 
cities” President Fred S. James, has 
appointed the following: Walter H. 
Sage of the German-American, F. C. 
Buswell of the Home of New York, 
George W. Law of the Royal, C. R. 
Tuttle of the Continental and George 
W. Blossom of the National. 


Liverpool 


AND 





Condon 
amo Globe 
Insurance Zo. 


ROSSIA INSURANCE CO. 


Popular Reinsuring Office Increases Its 
Capital and Special Reserve 
Fund. 


An abstract of the head office state 
ment of the Rossia Insurance Company 
of St. Petersburg for the year 1911, 
shows it to be one of the strongest as 
well as one of the most prog 
institutions of its kind in the world. 

A coniparison of its figures for 1911 


ressive 


and 1910 is presented + rewith: 
Dec. 31,’11. Dec. 31, 10 

SE ost aace 347,900131 $44,488,974 
Gov’t and R. R. 

securities, mu- 

nicipal bonds, 

Wy. cisacbcen 15,352,401 16,896,785 
Real est., house 

property upen- 

cumbered 11,868,318 11,884,261 
CM kGcusrer caw 7,954,898 5,417,181 
First mortgages 

on real estate 3,325,400 2,023,840 
Loans on poli- 

cies issued by 

the Company’s 

life insurance 

department .. 4,654,030 4,570,749 
Other assets ... 4,844,183 3,696,158 


Capital 2,080,000 2. 080,000 


Premium res 

funds agere 

ee $25,437,130 $33,018,809 
Res. for claims 

in suspense .. 2,823,018 2,455,085 
Special res. fund 1,212,138 1,225,269 
ee Saeaue ue 604,653 609,299 

Since the beginning of the presei 
year the capital of the Company has 
been increased to $2,600,000, and the 
special reserve fund to $1,732,138. 

Carl F. Sturhahn, of Hartford, has 
been United States manager of ti 


Rossia since 
and the high 
joyed by it 

and skill he 
of its affairs. 


into this country, 
degree of popularity en 
here is due to the energy; 
has shown in the dir 


its entry 


ection 





Make the Contract Plain. 
It was Talleyrand, we 
“Firemen’s Fund Record,” who was 
noted for the use of words that if the 
did not actually “conceal thought 
were at least open to such construction 
as might at some future time suit the 
convenience of an interested party. 
} Insurance companies, too (but without 
intent), are apt to make their con- 
tracts with such an amount of un- 
necessary or ambiguous words that the 





think, says the 


intent thereof may be easily misunder- 
stood. 

In some cases when fire insurance 
companies appeal to the courts for 
interpretation of what seems to them 
a plain policy contract, they find them- 


selves “knocked out” 
ly as was “the little lawyer man, who 
softly blushed as he began her poor 
dead husband’s will to scan: he smiled 
when thinking of his fee, then said to 
her most tenderly, ‘you have a nice 


about as effective- 


1] 


—z —laz ——_ 


day he lay 
his head, 


and when 
bandages 


next 
upon 


fat legacy’; 
in bed, with 


pe wondered whatinell he'd said.” 

As the companies make the policy 
form it is, of course, just and proper 
for the courts to construe ambiguous 
clauses against them, so it behooves both 
the companies and their agents to see 
that contracts of indemnity of loss by 
fire are so plainly and concisely worded 
that their meaning cannot be misunder- 


stood—by woman or man. 


TO COMBINE STATE RATING CASES. 
Supreme Court To Be Asked To Render 
Joint Decision On Two Pending 
State Cases. 


Every effort will be made by the com- 








panies to have the United States Sn- 
preme Court take up both the pending 
State rate-making cases which will 
reach it on appeal, and render a joint 
decision on the subject. The two cases 
are that of the Citizens Fire Insurance 
Co. against the Kentucky State Rating 
Board and the olde Kansas State 
rating case. 

The plan is to g these cases dé 
cided if possible before the next legisla 
tures convene and in the meantime the 
companies are complying with the Ken- 
tucky Rat Board's nents as 
far as possible The 
hopeful of a favorable decisi 
Supreme Court, notwithstar 
verse decisions in the Fed 
courts, The question to 
are regarded as the ) ) ntous 

have ever confronted the fire in 
surance business. 


CONFLICT OF AUTHORITY. 


Question Arises Whether New Law 
Supersedes New York’s Charter On 
Building Construction. 


The 
York cit has 
inion as to the recedence in au- 
thority of the Fire Comn 


Corporation 








the new law creating the 
vention Bureau, and 

intendents under the harter 
s810n8, There seems | Oo € 

in authority I Cc 
Johnson asked for an o 
matter, 


Commissions May be Cut. 








A hearing upon the dvance in 
(dwelling rates forced s months 
ago will shortly be held before Insu 
ance Commissior McMaster, of South 
Carolina. ‘The increase was decided 
upon by the companies because of the 
previous unpr eness of the class. 
The omn olds that if the 
business was unprofitable, co ssions 
thereon should not hav been advanced. 





Tired of seeking to make money in 
Eastern Texas, the Orient of 
has withdrawn from 


} epri¢ * 
the territory. 












G. 


CIMICED 


Over $127,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 





W. HOYT, DEPUTY MANAGER 


J. B. KREMER ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
45 William St. 
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AMONG THE SPECIALS 











Missionary Work by the Special Agent. 





The special can enlighten the local 
agent who wants to grow up in the 
profession and become an underwriter 
by giving an hour or two to the subject 
of 

“What We Are Paid to Insure.” 

He can show him that rates are based 
on insurance and losses, for people of 
good character, on valuable property 
that is useful to them, and that has 
been properly surveyed and inspected; 
and that there is no margin in the rate 
to pay losses on property which the 
agent knows nothing about, but insured 
merely for the commission (that he 
does not earn), or to accommodate a 
friend of the company. 

When the agent, in consideration of 
one hundred, or five hundred dollars 
premium, bets John Doe five thousand 
dollars that his (John Doe’s) property 
will not burn within the term named 
in the policy, and John pays his one 
hundred dollars or five hundred dollars 
for the privilege of betting that his 
dwelling, or his stock of merchandise, 
or his factory plant, or any other un- 
protected by public fire or police de- 
partment, property owned by him and 
described in the policy, will burn with- 
in the term as stated, the agent must 
have the best kind of evidence as to 
the good reputation of John, and that 
the cash value of the property wagered 
by John to burn is sixty-five to seventy- 
five hundred dollars, so that _ its 
destruction will net him a cash loss 
of 25 to 30 per cent. over and above 
the amount of the policy, and not 25 
to 30 per cent. profit; otherwise an 
unlooked for financial stringency in the 
money market may force John, in order 
to meet his engagements and to main- 
tain his credits, to win that bet. 

Centrally located property in fire and 
police protected cities do not call for 
this big margin of 25 to 30 per cent. 


should be liable to suffer loss on busi- 
ress if not on property, thus making it 


for his interest to protect his property. | 


The cash value of the property is 
not always what it would cost to re- 
place or repair, less depreciation, but 
ii is the commercial value to the in- 
sured or what such property could be 
purchased for at the time of the fire. 

There are court cases deciding that 
the cost to replace a cow barn that 
has been a saw-mill building is the cost 


of a building suitable for a barn and | 
of a big-timbered mill | 


not the cost 
building, and a building that was built 
for a creamery, from which the ma- 
chinery has been moved and the build- 
ing used as a warehouse, was only 
worth at the time of the fire the com- 
inercial value (about one-quarter of 
cost to rebuild) for which it sold some 
time before. 

Impress on the agent that his chances 
of ascertaining the commercial 
value of the property are much better 


than they are to ascertain the char- 
acter of the applicant; he could be | 
fooled on the latter, not being a 
“Sherlock Holmes,” but should not be 
“taken in” on values that he can see 
for himself. 

Also impress upon him that while 


we want dwellings, stores where books 
ere kept, churches, school houses and 
that class of risk, that there are cases 
where “conditions” in connection -with 
risks of a good class will render them 
uninsurable, or which may make a poor 
class of risk profitable. 

Family rows, church disputes, school 
wrangles, big mortgages, insurance 
greater than cash value, are conditions 
which might convert the best class of 
risks ino ashes and coin and make them 
undesirable, while the paying saw-mill, 


the popular frontier gambling saloon, | 


the profitable frame hotel, written at 





| 


to be carried by the insured for safety, | 
but in all cases of total loss the insured | 


cash | 


sixty per cent. of commercial value, 
would be profitable and therefore de- 
sirable. 

The rate is based on class of risk, 
the profit is based on the condition of 
the risk; good conditions insure profit, 
bad conditions bring loss. Impress 
upon him again that to make a profit 
he must keep the physical and financial 
conditions of the property in mind.— 
“Firemen’s Fund Record.” 





Florida to Have Fire Protection Ass’n. 





Special agents in Florida are forming 
a fire prevention association and have 
called a general meeting to that end. 
The gathering will be held at the 
Continental Hotel, Atlantic Beach, 
Florida, July 3. 

License to operate in Virginia has 
teen granted the United States H. & 
A. Company of Saginaw, Mich. 





Beaver County Wants Pledge. 





At a recent meeting, the Beaver 
County (Pa.) Underwriters Association 
adopted a resolution agreeing that each 
member should demad of his compan- 
jes a pledge to accept business only 
through its local agent and at the es- 
tablished rate. 





Charles C. Hannah has been appoint- 
ed special agent for the North British 
and Mercantile in Connecticut. Mr. 
Hannah has been connected with the 
New York office. 





The American, of Newark, has joined 
the Automobile Underwriters Confer- 
ence. 





Daniel A. Golden has been appointed 
a suburban special agent for the Con- 
tinental. 


ATLANTIC CITY AGENCY CHANGE. 





Harris Co. Agency Formed to Carry on 
Increasing Business of H. G 
Harris & Co. 





The insurance department of H. G. 
Harris & Co., of Atlantic City, N. J., 
will hereafter be conducted entirely 
independent under the title of Harris 
Co. Agency. . 

H. G. Harris, president of H. G. Harris 
& Co., and George A. Elvins its secre- 
tary, will be respectively president and 
treasurer of the Harris Co. Agency and 
H. Lee Walker, who has been for 
several years the manager of the insur- 
ance department of the office, will be 
secretary and continue in the active 
management. 

The agency represents locally twenty- 
two leading American and foreign 
companies and while its premium in- 
come is very large, by judicious and 
conservative underwriting methods, the 
loss ratio has been remarkably low. 

Negotiations for the Atlantic City 
agency of several additional companies 
are now pending, as the volume of busi- 
ness demands considerably extended 
writing facilities. With its aggressive 
management and the local popularity 
ii is one of the liveliest agency offices 
in New Jersey. 





WILLIAMSBURGH CITY TO BE 


CONTINUED. 


(Continued from page 1.) 
Potter, assistant general agent, Pacific 
Coast States, San Francisco, Cal. Spe- 
cial agents: H. C. Davis, San Fran- 
cisco, Cal.; A. G. Davis, Oakland, Cal.; 
C. H. Getchel, Los Angeles, Cal.; L. 
C. Holloway, Spokane, Wash.; Sol 
Pozanski, Helena, Mont. F. D. Parsons, 
Springfield, Mass, special agent for New 
England; B. F. Maize, Bloomsburg, Pa., 
special agent for Pennsylvania, New 





CALIFORNIA 


LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING 


MICHIGAN COMMERCIAL INSURANCE CO. 
INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 


THE 








ATLANTIC 


MACON, 


HUGH T. POWELL, Macon 


FIRE INSURANCE Co. 
GEORGIA 
JOHN J. McKAY, Sec’y and Manager 


A Conservative Company of Character and Permanency 
SPECIAL AGENTS 


W.S. WILKINSON, Gen’! Agt., Rocky Mount, N.C. 


NATIONAL 


GEO. W. GANTT, Jr., Macon 








FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 
ASSETS - $16,953,773 
LIABILITIES - $8,649,873 





EUGENE 
BENJAMIN RUSH, Vice-President 
JOHN O. PLATT, 2nd Vice-President 





INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 





NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


L. ELLISON President 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$154,461,000. 


T. HOWARD WRIGHT, Sec’y and Treas, 
SHELDON CATLIN, Ass’t. Secretary 





| is now 
| Deutsche of Germany, 
| States manager, J. H. Lenehan, 











Jersey and Maryland; John W. Gordon, 
Richmond, Va., general agent for Vir- 
ginia, North Carolina and West Vir- 
ginia; George N. Hurt, Atlanta, Ga., 
general agent for Florida and George; 
G. L. Meyers & Co., Memphis, Tenn., 
general agents for Tennessee; Gross R. 
Scruges & Co., Dallas, Tex., general 
agents for Texas, Louisiana, Oklahoma 
and Arkansas. Western department, 
Freeport, Ill, F. M. Gund, manager, 
embracing Illinois, Indiana, Michigan, 
Minnesota, Wisconsin, Iowa, Nebraska, 


Missouri, South Dakota and Kansas. 
Special agents: R. P. Ockenga, Free- 
port, Ill.; A. E. Lillie, Avon, Ill; F. 


T. M. Wenie, Kansas City, Mo.; W. 
A. Wilken, Atlantic, Ia.; H. H. Ingalls, 
153 La Salle street, Chicago, Ill.; R. R. 
Briggs, St. Paul, Minn.; G. W. F. Moore, 
Sioux Falls, S. D.; A. M. Peckham, 
Superior, Wis.; S. L. Payne, Decatur, 
1ll.; Brummel Bros., 153 La Salle street, 
Chicago, Ill., managers for Cook County. 
The Company operates in all the States 
end territories of the United States, 
except Alabama, Alaska, Arizona, Cali- 


fornia, Delaware, Mississippi, Nevada, 
New Mexico, North Dakota and Wyom- 
ing. 


In advising the agents of the Com- 
pany of the change in control Secretary 
Douglas said: 

“We take pleasure in notifying you 
that the control of the stock of this 
Company hasp assed into the hands of 
strong financial interests identified with 
the Nassau Fire Insurance Company of 
Brooklyn, who propose to increase the 
capital stock to $1,000,000 and the 
surplus to $1,250,000, which with assets 
cf over $4,000,000, will place the Com- 
pany in a stronger position than ever 
before. The Company will continue to 
operate as non-union, and with greatly 
increased underwriting capacity should 
prove of great value to its agency force. 

“Mr. Way has resigned the presidency 
of the Company in favor of Mr. George 
R. Branson, but otherwise the official 
personnel remains as heretofore. 

“We desire to express our apprecia- 
tion for the loyalty displayed by our 


|} agents, particularly for the confidence 


and good will which they have shown 
the Company in the past few weeks. 
“Again thanking you and trusting 
that the future will bring all our agents 
as well as the good old Company great 
success and prosperity, | remain.” 





Firebug Syndicate. 





In Isadore Steinreutzer, a diminutive 


| East Side youth, the New York police 
| feel that they have captured the head 


of a “firebug syndicate’’ responsible 
for starting over three hundred fires 
in various parts of the city during the 
past five years. It is said that the 
practice of the “syndicate’’ was to in- 
duce ignorant and dishonest tenement 
dwellers to over-insure their miserable 
furnishings, when for a fee of $25 the 
firebugs would set the place ablaze. 





Enters Automobile Insurance Field. 





Automobile as well as fire insurance 
being written by the Nord- 
whose United 
is a 
progressive of the most pronounced 
type. 





Withers & Mills Get Paris Co. 





Starkweather & Shepley, United 
States managers of the Phenix Fire, of 
Paris, have appointed Withers & Mills 
New York city agents. The territory 


|includes Brooklyn and the New Jersey 


shore front. 





Beers, Kenison & Co., of Galveston, 


| Tex., have secured the general agency 


of the Standard Fire of Hartford, which 
was recently licensed in the Lone Star 


| State. 





Admission into Michigan has been se 
cured by the Ohio Farmers of Leroy. 
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The Obligations of the Fire Insurance Companies to 
the Insuring Public* 





By HENRY W. EATON, Manager Liverpool & 
London & Globe In surance Company. 





“In the brief address I am about to 
make I do not propose to afflict you 
with technical terms used in fire insur- 
ance or to quote, except in the barest 
possible way, figures or tables. Nor do 
I intend to refer to the particulars en- 
tering into the education of the fire un- 
derwriter, which education is, in fact, 
never completed owing to the ever vary- 
ing conditions with which this occupa- 
tion is surrounded. He is, as has often 
been said, the creature of experience, 
and the foundation of the structure of 
fire underwriting is built up on his ob- 
servation of loss applying to a very 
large number of hazards, each in turn 
capable of almost infinite subdivision. 
Owing to changes in processes in these 
hazards, both in handling and in use of 
material, this very foundation is almost 
continually subject to some change, 
great or small. There are consequently 
many perplexities in the line of the fire 
underwriter’s work, and the subject can- 
not be dismissed so easily as was done 
by a young man who, as the story goes, 
desired to study fire insurance with a 
view to following it as a profession. 
He stated, when leaving an insurance 
office after an experience of one month, 
that the fire insurance business was not 
what it was cracked up to be and he 
was sorry that he had learned it. 

“My desire first is to endeavor to 
direct your attention to a feature of fire 
insurance which has a concern for you 
and which in extent is certainly not less 
than is experienced by the interests I 
am asked to represent this evening. 
You are interested in credit and in fire 
insurance as one of its foundations and 
must therefore be concerned to encour- 
age anything designed to strengthen 
those foundations. This can be done by 
your support of wholesome methods in 
fire insurance whereby, as one result, 
the solidity of the indemnity we offer to 
the insuring public can be furthered. 
The first step in this encouragement 
will be an abiding belief that the fire 
insurance companies are conscientiously 
concerned to satisfy every obligation to 
their clients, real or implied. We need 
this in order to counteract, at any rate, 
in some degree the almost continual 
discouragement we experienc at the 
hands of the ignorant and prejudiced. 

“I will attempt to show you in what 
manner our obligations to the insuring 
public, as we understand them, have 
been held steadily in view of fire insur- 
ance companies, and especially in the 
direction of adoption and maintenance 
of just standards of rating; in the en- 
couragement offered for improvement 
of hazards by large bounties in rate re- 
duction; by the consequent lessening of 
conflagration possibilities designed for 
the mutual protection of the insurer and 
the insured, and by an accumulation of 
reserves as opportunity has offered, so 
as to fortify the promise of indemnity 
made in the policies of insurance. 

Insurance Unknown. 

“When in the year 1666 the great fire 
of London occurred it found property 
owners unprepared with any system of 
indemnity for loss by fire, and the deso- 
lation was, in consequence extreme. The 
fire continued for five days, and 13,200 
houses were totally destroyed, the area 
affected being 436 acres. We can no- 
where find that the citizens possessed 
or recovered any insurance. In the case 
of some of the trade guilds, members, 
when suffering loss by ordinary fires, 
may possibly have been assisted in a 
limited way by temporary credits for 
replacement of stocks, but in so great 
a calamity as that presented by the fire 
of London it would be unreasonable to 
suppose that the guilds, however sym- 
pathetic, possessed the ability to re- 
spond. Indeed, no mention is made by 
either Pepys or Evelyn of any help by 





*Address delivered at the convention of the 
National Association of Credit Men, onfJ une 20. 


insurance moneys. The former says: 
‘I met with many people undone, and 
more that have extraordinary great 
losses.’ Evelyn says that he saw ‘many 
without a rag or any necessary uten- 
sils who from delicateness, riches and 
easy accommodations.in stately and well 
furnished houses were now reduced to 
extremest misery and poverty.’ Again 
he reports that he saw ‘200,000 people 
of all ranks and degrees dispersed and 
lying along by their heaps of what they 
could save from the fire, deploring their 
loss.’ 

“We appear, then, to be justified in 
the conclusion that, until after the great 
fire of London, insurance, as known to 
us, had no existence. 

“We are led inevitably to the conclu- 
sion that at the period under review 
merchants and tradesmen must have en- 
joyed a very limited credit, for the 
bankers of the day would, in the ab- 
sence of protection against loss by fire 
to merchandise, fail to preceive that a 
reliable security for loans was fur: 
nished. Mercantile operations, there- 
fore, must have been carried on almost 
exclusively by men of wealth and must 
necessarily have been pursued in a 
spirit of extreme caution. We can 
readily imagine that the merchant 
would be careful to see that his stocks 
of merchandise would be so distributed 
in warehouses as to avoid the probabil- 
ity of a total loss by one fire, with its 
accompaniment of ruin to him, and we 
can safely assume that the retailer, 
who in those days lived invariably over 
his store, would, in precautions against 
fire, guard his property with an un- 
ceasing vigilance almost unknown in 
these days, when insurance companies 
are relied upon to satisfy claims for 
losses, whether attributable to careless- 
ness or to causes easily preventable 
and within the knowledge of the as- 
sured. 

Born in 1680. 

“To the year 1680 may be assigned 
the birth of fire insurance. It would 
be out of place in this address to do 
more than refer in the briefest possible 
way to the early history of fire insur- 
ance in England. The only excuse is 
furnished in an attempt to show you 
how credit was gradually established on 
the foundation of protection to property 
by fire insurance. 

“At the close of the last century 
twenty-two companies in all had been 
formed in this country. We can imagine 
that gradually, as the business extended, 
manufacturing risks and specially haz- 
ardous risks came to be separated and 
cautiously insured, but even then at 
rates which could not actually measure 
the hazard. The early fire companies 
may, indeed, in the first instance have 
established a uniform rate for all clases 
of manufacturing risks, trusting in time 
to gather, from their experience of 
losses, such information as would lead 
them to discriminate between the differ- 
ent hazards. Gradually different rates, 
designed to provide for the loss, for the 
expense of conducting the business and 
for a profit, were placed on trial. 

“The fire hazard cannot in this day 
be really ascertained, nor can elaborate 
fire statistics and recorded experience 
of offices enable us to accurately adjust 
rates; moreover, in the case of manu- 
facturing risks especially, the very 
change in processes from year to year 
vould render comparatively useless sta- 
tistics of any but recent periods. The 
losses affecting particular hazards, due 
to fires beginning in hazards of a dif- 
ferent class, furnish a difficulty in loss 
classification not yet adequately dealt 
with by the fire underwriter. And this 
difficulty is intensified—as you can well 
understand—in the case of conflagra- 
tions, which are utterly disturbing to 
loss classifications. Could we disregard 
calamities of the kind as something ex- 
ceptional, our task would be made 
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C, E. Sheldon, V. Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 1846 


P. L. Hoadley, President 


F. Hoadley, Asst, Sec’y. 


$1,000,000.00 
5,081,886.03 
300,000.00 
2,962,548.52 
$9,344,434.55 


C. W. Bailey, Seo’y- 


























easier, but we know from painful object | 
lessons that every rate must be loaded 
with some fraction designed to provide | 
accumulations in favorable years, and 
so gradually form a safety fund for | 
emergencies of the kind. Were the| 
companies merely to build up a rate | 
designed to cover the losses to be ex- | 
pected in ordinary years, in addition | 
to justifiable expenses, and a modest | 
profit, then, in the hour of danger, when | 





the insured property owner called for 
a protection so plainly promised in his | 
policy of insurance, we would surely | 
be denounced—and justly—as traitors to | 
our trust. And yet, such an addition to | 
the rate as I have indicated as so need- 
ful for the protection of the insured is, 
and has for years been, denounced as an 
act of extortion to be penalized in vari- 
ous ways by acts of the legislatures 
rendering less possible, or impossible, 
organization of companies for this and 
other purposes which it can be demon- 
strated has benefited, and is benefiting, 
the interests of the insuring public. 





Fixing Rate to Hazard. | 

“For selected risks of various classes, 
the underwriter has fixed rates deemed 
for the time being adequate to the haz- 
and, rejecting those deemed either un- 
insurable or undesirable at rates the 
assured has shown a willingness to pay. 
The rates named by underwriters upon 
approved risks of a general class have 
sometimes been uniform, and while 
many hazards embraced in such a class 
have occasionally really differed from 
one another in some degree, the under- | 
writer has not always found it prac-| 
ticable to recognize the distinction. | 
This has brought upon underwriters 
the charge of discrimination. For this 
we have had to answer, and, in the 
general impossibility of measuring haz- 
ards of continually varying quantity, 
the underwriters are likely to have to} 
answer to the ignorant for ages to 
come. 
“In the earlier days of fire insurance | 
the underwriter was prepared with rates 
for risks as they stood, without sugges- 
tion to the assured of improvements 
by which such rates could be reduced. 
As time proceeded, the fire underwriter 
was no longer willing to take such risx 
as he found it, and to fix a rate 
deemed to be adequate. He was con- 
cerned to suggest to the property owner 
methods by which, in the case of build- 
ings about to be erected, changes in the 
plans could be made in character of 
building materials, in separation of 
processes, in use of fire protection de- 
vices, in protection of window and other 
openings, in limitation of areas, and in 
isolation of buildings, whereby the risk 
of fire occuring could be diminished 
and chances of extension reduced. And, 
in like manner, the underwriter became 
willing to investigate—often at con- 
siderable expense—the character and 
lay-out of buildings already in exist- 
ence, and to show in what manner al- 
terations could be made to diminish the 
fire hazard. In the case of every im- 
provement so made, the underwriter 
was willing, and indeed anxious, to 
make allowances in rate designed to | 
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encourage the changes recommended. 
In the year 1890, in order to satisfy the 
particular desires of a number of manu- 
facturers who preferred the stock of 
the mutual principle of insurance, the 
Factory Insurance Association was 
formed, and has carried on, with high 
marks of appreciation on the part of its 
customers, a system of insurance relat- 
ing to standard risks of high character, 
associated with a periodical and efficient 


inspection, whereby rates have been 
brought down to a very low level of 
cost. And in this, as well as in all 


other methods of rating adopted in re- 
cent years, evidence is surely found, 
not of a disposition on the part of the 
insurance companies to afflict the insur- 
ing public with extravagant and unjusti- 
fiable rates, but of an earnest disposi- 
tion to save policyholders all that is 
possible with the aid of trained service 


in matters of fire prevention and ex- 
tinguishment. 
Inspection Work. 
“To accomplish such results, and to 


do our full duty to the insuring public, 
co-operation on the part of the c 
ies is desirable and, indeed, i 
ble. We will 


co-operation: 


ompan- 





sum up the e 





“1. The establishment and mainte- 
nance of systems of inspection against 
dangerous conditions, such as the in 
spection of premises by experts for the 
purpose of discovery and correction f 
ill-constructed flue bad systems of 
electrical and gas installation, use of 
improper receptacles for ashes, ac n 

lation of rubbish and t dange 
storage of oils and c istibles 

‘2. The proper maintenance of fire 
protection dey es ol various kinds, 
such as automatic sprinklers, fire alarm 
telegraphs and hand fire extinguishers 
and the continued efficiency of fire 
doors and shutters. 

, The elaborate and systematic ex- 
amination of buildings and processes 
carried on therein, with particulars of 
adjoining hazards, to the nd th 


formation may 


one risk can be 





tions may be 
and that, 
in rates as the price of heavy outlay 
for extinguishing appliances and other 
expenditures on the part of the insured, 


concession hé 


the latter may have reasonable gua 
antees that such concessions may 
continued for at least the full term to 


the nature of such ex: 


be expected by 
penditure, 


“5. The premium to be paid by the 


assured being based on the loss cost 
and a reasonable charge for expenses, 
that co-operation may be secured by 


which such expenses, including rates ol 
brokerage and commission, may be kept 
within proper bounds. 

“6. That changes in the organization 
and equipment of fire departments may 
be recommended, and, as far as possi- 
ble, enforced; that improved water sup- 
plies and methods of distribution may 
be encouraged; that better building 
laws may be brought about, including 


prohibitions of shingle roofs in new 
construction, and provisions against 
maintenance where existing; that mu- 
nicipal regulations may be made or 


improved regarding the storage of com- 
bustibles; that merchandise in public 
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storage stures may be kept separated, | 
such as fiber from non-fiber, and gen- 
erally that municipal authorities be 
stimulated to make changes designed | 
to reduce the fire waste and risk on | 
conflagration. | 

“7. That organized systems of pro- | 
tection to property from damage at fires | 
ivay be established and maintained, by 
which such property may be either 
removed or protected from damage by 
water. 


“8. That the passage of fire marshal 
laws may be encouraged whereby 
States may make critical examination 


as to the origin of every fire. 

“9. That a fund may be maintained 
for the conviction and incarceration of 
incendiaries. 

“Every one of the subjects of action 





by underwriters above set forth are| 
really designed in the interests of the | 
public to lessen the fire waste and | 


render the cost of fire insurance cheaper 
to the insuring public. You have been 
already told that the loss cost furnishes 
the basis for the charges made for fire 


insurance, and if the fire underwriter | 
were content to take each risk as he 
finds it, and be unconcerned as to 
elements entering into the fire hazard, 
then surely rates for fire insurance | 
would soar so high as to be a matter 
of great national concern. If in what 
has been done you will believe that the 
fire underwriter has gone to consider- 
eble lengths in an endeavor to reduce 
the fire waste, then his work will be 


worthy of your commendation. 
Serving the Public. 


re- 


“Briefly stated, we have in our 
lations with the public accomplished, 
as we believe, the following in the 


interest and for the protection of the 
public: 

“The maintenance of 
of rating. 

“The granting of bounties in the 
shape of rate reduction for improve- 
ment in hazards. 

“The reduction of fire 
especially the conflagration 
various ways. 

“The accumulation of resources tc 
strengthen the indemnity we offer. 


just standards 


waste and 
hazard in 


“As to whether just standards of 
rating have been adopted and main- 
tained, we allege that, to the best of 


our ability, this has been done. If in 


this judgment we are wrong, then the 
public is at fault in not apprising us 
of their views, which the underwriters 
ire ever ready to receive and welcome. 
In looking, however, for public evi- 
cences of fault, we would naturally 
turn to the reports of the recent in- 


vestigation by the Legislative Commis- 
sion of the State of New York, during 
which complaints of aggrieved policy- 
were invited. The result did 
not justify any conclusion under this 
head unfavorable to insurance com- 
panies, both as to the number and im- 
portance of complaints presented. In 
my own case I can say that for many 
years past no complaints have come to 


holders 





my notice in the case of the rather 
large operations conducted under my 
general supervision, save in instances 


differences in rates affecting 
complainants and competitors main- 
taining like trading establishments. 
These were immediately withdrawn on 
my being able to point out the par- 
ticulars of the rating of the two estab- 
lishments, by which it appeared that, 

such complainant would conduct im- | 


involving 
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provements of a kind made by their 
competitors, they could obtain equal or 
even lower rates. It is to be remarked, 
in this connection, that only by co- 
operation can systems of rating be 
devised and maintained whereby unjust 
discriminations can be avoided. 

“Tf we look to the results attending 
the operations of fire insurance com- 
panies over a period of years for evi- 
dence that in the fixing of rates in- 
justice to the insured has been per- 
petrated, we fail to find anything to 
warrant in any degree such a condition, 
for in the ten years ending December 
°1 last, the fire insurance companies 
lost in the aggregate a sum far in ex- 
cess of that furnished by the premiums 
collected from the assured. During the 
past year the underwriting profits to 
fire insurance companies in the aggre- 
cate amounted to 66-100 of 1 per cent. 
on the premiums. When the need is 
considered of substantial accumulations 
to provide for the possibilities of seri- 
ous loss attaching to this very hazard- 
ous business, this result is not only ex- 
tremely poor, but highly insufficient. 

“As to the granting of bounties in the 
shape of rate reductions for improve- 
ments in hazard, the following facts are 
presented for the justification of the 
fire underwriter. 

“While it would be difficult to ascer- 
tain the exact extent to which, in the 
aggregate, voluntary abatements in pre 
mium throughout the United States 
have been made for improvements in 
hazards conducted under our advice, 
we have a lively impression of its great 
extent, due to continued observation 
of the vast number of individual ap- 
plications submitted for our considera- 
tion. In some cities—as in New York 

we have at hand useful information, 
and in some detail, bearing on this 
yoint, and in a statement issued by the 
New York Exchange toward the close 
of 1910, it was announced that not less 
than 16,000 improvements on an aver- 
age had been influenced yearly by 
abatements in premium made therefor. 
In regard to concession in rates often 
affecting a wide number of hazards, 
nvolved in a general reduction of 
rates in a given area for improved fire 
extinguishing facilities of cities, action 
in New York may be again referred to, 
for in the same line reductions of rates 
were made in January, 1912, in addi- 
tion to action taken in 1908, in the 
three districts in which the high pres- 
sure service had been installed. In the 
case of the first of these general reduc- 
tions the concessions averaged about 
19 per cent. of the anual premium of 
the highest rated section of the city, 
representing the relinquishment in pre- 
miums of an immense sum in the ag- 
gregate, and it is to be remembered 
that the installation of this high pres- 
sure system was largely influenced by 
the persistent recommendation of the 
fire insurance companies to the munici- 
pality. 





Genera! Results. 

“As an impressive reference in this 
conection, dealing with general results, 
it seems desirable to point out the 
changes in which voluntary rate reduc- 
tion afforded by co-operation has played 
a large part during the last few years: 

Per cent. 
In 1906 the average rate of sums 

ON GS. i dann astansyanesd 1.1469 

In 1911 this had been reduced to.1.0594 


Leaving a difference of ........ .0875 
“This reduction as a percentage grad- 
ually applied over the period amounts | 
to about 7% per cent. If the rate ap- 
plying to the year 1906 were applied to | 
the sums assured for the year 1911, the | 
companies would, in the aggregate, | 
have received not less than $35,000,000 | 
more in premiums last year. A large | 
portion of this represents what the com- 
panies have voluntarily relinquished in | 
2 desire to assist in relieving the! 
burdens of the insuring public. 
“As to the reduction of the fire waste, 
and especially as to the conflagration | 
hazard, I highly commend to your at- | 
tention the very valuable address deliv- 
ered at the last annual meeting of the 
National Board of Fire Underwriters 
by its president, Mr. Babb, who is hap- 
pily present on this occasion, and I} 
understand will speak to you. 
| 





“The reduction of the fire waste has 
in part been encouraged by our system 
of rewards to policyholders by premium 
abatement for improvement of individ- 
ual hazards, but the lessened tendency 
to confiagration has come not alone 
from this, but from a direct expenditure | 
cn the part of the insurance companies 
by the employment of a large force ot 
men in inspection work in the many | 
ways already described to you. The 
insurance companies therefore have 
surrendered some of the premium to! 
the public as the price of certain im- | 
provements and of the premium which 
has remained they have devoted a cer- 
tain portion to particular purposes of 
protection against fire of a kind which 
the individual policyholder could not 
well influence 

“Thus throughout the country fire de- |} 
partments have been methodically and | 
periodically inspected with exhaustive 
tests of apparatus and water supplies 
upon which they were dependent with 
their distribution. Such inspections are 
conducted by persons carefully selected 
and competent to advise as to needed 
changes. The reports when made are 
printed, with particulars in much de- 
tail and recommendations for change. 
These are sent to the municipal author- 
ities interested and independent efforts 
made by the insurance companies 
through the public press and otherwise 
to influence the improvements desired. 
For this service alone the insurance 
companies spend, through the National 
Board of Fire Underwriters, about $68,- 
000 per annum. 

Strengthening the Indemnity. 

“As to the accumulation of resources 
to strengthen the indemnity, we offer: 

“At the beginning of the year 1871, 
and therefore a few months prior to 
the happening of the great Chicago 
fire, combined resources (capital and 
surplus) of the six fire insurance com- 
panies then doing business in the 
United States and having the largest 
incomes were $12,532,217, or an average 
of $2,088,703. The experience of this 
large loss, and especially that in the 
conflagration at Boston in the following 
year, showed conservatively managed 
companies the need of larger resources 
ind the desirability of restricting divi- 
dends during the process of upbuilding. 
The apparent necessity for the change 
had, moreover, support in the report 
of the Insurance Superintendent of 
New York State for the year 1872, in 
which he said: ‘This sweeping conflagra- 
tion (Chicago) should, and it is hoped 
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will, act as a onwetes instrument 
toward inducing the managers of com- 
panies to provide for the accumulation 
of large surpluses of available assets 
beyond capital.’ And the aims of the 
conservative companies were never ap- 
parently afterward ill-directed, for we 
find a steady increase in the amounts 
withheld from dividends for reserve 
purposes to the end that they might 
be found ready for emergencies of the 
same kind in future times. The con- 
flagrations of Baltimore and San Fran- 
cisco accordingly found companies gen- 
erally well prepared, and the distressed 
insurers at those points were left in 
no doubt that, notwithstanding the 
immense loss with which the companies 
were faced, and especially at the crty 
last named, no loss in recovery was 
to be expected save in cases where the 
policies of insurance held had not been 


selected with reasonable care. It is 
interesting to repeat that the aggre- 
gate capital and surplus of six com- 


panies having the largest resources in 
the United States at the time of the 
Chicago fire was $12,532,217, while at 
the close of last year the aggregate on 
a like basis was over $71,000,000! 

“A consideration of the obligations 
of the fire insurance companies to the 
insuring public to which this address 
is directed could not be appropriately 


closed without a reference, however 
brief, to the question of loss settle- 
ments. If I devete space to the question 
of the companies’ obligation to the 
public in the matter of rate making 
in a much greater degree than in the 


matter of loss settlements, it is for the 
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reason that the companies have been 
repeatedly denounced in certain quar- 
ters for their alleged failure of duty 
in the case first named, while in the 
latter case we have, on the whole, been 
fairly treated. It is, of course, some- 
times true that the insurance com- 
panies fail to give satisfaction to clients 
in cases of individual loss. To give 
satisfaction in all cases would be im- 
possible in this or any other line of 
work that could be mentioned involving 
the performance of contract, verbal or 
under instrument. Especially would it 
te impossible always to avoid disputes 
in matters of value of property regard- 
ing which opinions widely differ, but 
in my estimate of the character of the 
large number of gentlemen guiding the 
operations of the fire companies I am 
satisfied that the desire to give satis- 
faction is ever present. 

“And if we turn to the greatest tests 
in recent times of the ability, as well 
as the disposition, of underwriters to 
act with liberality and promptitude 
when faced with a conflagration for 
which histories of all countries furnish 
no parallel, whether in regard to area 
involved or destruction of values, it is 
with no sense of shame that the fire 
underwriters can point to the amazing 
eatastrophe of the San Francisco fire 
as illustrative of their particular desire 
to fulfil to the utmost the promises 
made in their policies of insurance, and 
of their ability in general to do so. 

“And now, gentlemen, I have placed 
before you some of the difficulties with 
which the work of the fire underwriter 
is naturally attended, and, as well, the 
influence of such work in a progressive 
degree on the improvement in condi- 
tions of general benefit to the insured, 
mand to interests such as those you 
represent. This work of improvement 
is far from finished, and the under- 
writer will not be discouraged at past 
difficulties. He will look for success 
in the greater disposition on the part 


cf the insuring public and _ various 
authorities toward co-operating in 
many directions. And distinet encour- 


agement to his labors will be afforded 
by a study of insurance history as illus- 
‘rating in the development of trade, 
commerce and the arts, the protecting 
and fostering influence of fire insur- 
ence.” 





TO REPEAL RATING LAW. 
Louisiana Dissatisfied with Present 
Law Which Resulted In In- 
creased Tariffs. 





The recent hearings will undoubtedly 
result in the repeal of the law which 
created the State rating board and re- 
sulted in considerably increased rates 
as applied by the board, although the 
enactment of the law was for the pur- 
pose of hindering the companies and 
making the rates through official chan- 
nels of the State. 

The lower house of the Louisiana 
Legislature has already passed the bill 
which wipes out of existence the rating 
hoard. It is expected that a somewhat 
similar act will he placed on the statute 
hooks which will permit more freedom 
in the rate making and make the rates 
subject to change if not found satis- 
factory. 


Connecticut In Louisiana. 


The Connecticut Fire has established 
a sole agency in New Orleans with 
MacMurdo & Sinclair. This appoint- 
ment is the result of the re-insurance 
of the Sun, of New Orleans, through 
which the Connecticut operated in 
Louisiana. 





Back 





in Massachusetts. 





the 
ap- 
its 


Having re-entered Massachusetts, 
German Fire, of Pittsburzh, has 
pointed Gillmour and Coolidge, 
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HUSTLING BUSINESS. 


Percy B. Dutton Has Over One Hun- 
dred and Fifty Agencies For His 
Companies in New York. 


So energetic has Percy B. Dutton of 
Rochester been in handling the inter- 
ests of the Humboldt Fire and the Teu- 
tonia Fire, both of Pittsburgh, for which 
companies he is general agent in New 
York, that they have now fully a hun- 
cred and fifty representatives, and are 
securing an excellent quality of busi- 
ness and in good volume. 

Mr. Dutton is a native of Rochester, 
and after graduating from the public 
schools and the Rochester Free Acad- 
emy, pursued a four years’ course at 
the University of Rochester. His in- 
surance career dates from 1898 when 
he entered the prominent Rochester lo- 
cal agency office of The Milton Clark 
Company. Two years later he became 
2 local agent on his own account, and 
in 1906 was given the New York State 
management for the Humboldt and the 
Teutonia. 

The success which had been attained 
Mr. Dutton is due to both the high 
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P. B. DUTTON, Rochester, N. Y. 


character of service rendered to the 
companies as well as to the prompt and 
efficient manner in which all matters 
of business are handled. All of which 
had won for the old Pittsburgh com- 
panies, a very creditable position 
among the fire insurance institutions 
operating in the Empire State. 

Mr. Dutton in the conduct of his 
business, commands a combination of 
enterprise and conservatism, coupled 
with a very keen sense of honor and 
justice and his personal power lies in 
a wise foresight, a quick perception of 
means to ends and an indefatigable zeal 
to accomplish whatever is undertaken. 

That his administration of his com- 
pany’s interests have been successful 
for the past six years, when conditions 
in the Empire State have been so try- 
ing as to seriously tax the ingenuity of 
«ther managers, is worthy of more than 
passing note and it foreshadows what 
the future of Mr. Dutton will be in the 
profession of fire underwriting. 
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LEGAL - NOTICES 


STATE OF — aXORK INSURANCE DE- 


ALBA NY, April 23, 1912. 

Whereas AUSTIN FIRE INSU ANCE COM- 
PANY, located at Dallas, in the State of 
Texas, has filed in this office a sworn statement 
by the proper officers thereof showing its con- 
dition and business and has complied in all 
respects with the laws of this State relating 
to fire insurance conipanies incorporated by 
other States of the United States: 

Now_ therefore, in pursuance of law, I, Wil. 
liam T. Emmett, Superintendent of insurance 
of the State of New York, do hereby certify 
that said company is hereby authorized to 
transact its appropriate business of fire insur- 
ance in this State in accordance with law, dur- 
ing the current year. The condition and busi- 
ness of said company at the date of such state- 
ment (December 31, 1911), is shown as follows: 
Aggregate amount of admitted assets. .$582,353.28 
Aggregate amount of liabilities (ex- 

cept capital and surplus), including 


FEINSUTANCE .cccccsccccvccccccsosccecces 224,078.29 
Amount of actual paid up capital...... 250,000.00 
Surplus over all liabilities............. 108,274.99 
Amount of income for the year........ 283,906.12 
Amount of disbursements for the year. 258,705.52 


n witness whereof, I have hereunto sub- 
scribed my name and caused the seal 
[Seal] of my office to be affixed the day and 


year above written. 
j W. T. EMMET, 
Superintendent of Insurance. 


NEW YORK INSURANCE DE.- 
ees 
ALE ANY, April 23, 1912. 

Whereas COMMONWE AL TH FIRE INSUR- 
ANCE COMPANY, located at Dallas, in the 
State of Texas, has filed in this office a sworn 
statement by the proper officers thereof show- 
ing its condition and business and has com- 
plied in all respects with the laws of this State 
relating to fire insurance companies incorpo- 
rated by other States of the United States: 

Now therefore, in pursuance of law, I, Wil. 
liam T. Emmet, Superintendent of Insurance 
of the State of New York, do hereby certify 
that said company is hereby authorized to 
transact its appropriz ate business of fire insur- 
ance in this State in accordance with law, dur- 
ing the current year. The condition and busi- 
ness of said company at the date of such state- 
ment (December 31, 1911), is shown as follows: 





STATE OF 


Aggregate amount of admitted assets. . $552,920.51 
Aggregate amount of liabilities (ex- 
cept capital and surplus) including 
FEMMBUTAMCE ccc ccccccccoccsccccccsosoocs 210,945.76 
Amount of actual uate up capital.. 250,000.00 


all liabilities........ 
year. 


Surplus over 
Amount of income for the 
Amount of disbursements for the year. 255,618.76 
In witness whereof, I have hereunto sub- 
scribed my name and caused the seal 

[Seal] of my office to be affixed the day and 


year above written. ; a 
W. T. EMMET, 
Superintendent of Insurance. 


NEW oe INSURANCE DE- 
PARTMENT, 

ALBANY, April 23, 
Whereas CENTRAL N ATIONAL FIRE IN- 
SURANCE COMPANY, located at Chicago, in 
the State of Illinois, has filed in this office a 
sworn statement by the proper officers thereof 
showing its condition and business and has 
complied in all respects with the laws of this 
State ron gd to fire insurance companies in- 
corporated by other States of the United States: 
Now therefore, in pursuance of law, I, Wil. 
liam T. Emmet, Superintendent of Insurance 
of the State of New York, do hereby certify 
that said company is hereby authorized to 
transact its appropriate business of fire insur- 
ance in this State in accordance with law, dur- 
ing the current year. The condition and busi- 
ness of said company at the date of such state- 
ment (December 31, 1911), is shown as follows: 








STATE OF 


IgI2. 


Aggregate amount of admitted assets. .$822,835.06 
Aggregate amount of liabilities (ex- 

cept capital and surplus) including 
TEIMNSUTANCE  .cececceeccereccsscssececes 354,330.46 
Amount of actual paid up capital...... 400,000.00 
Surplus over all liabilities..........+++ 68,498.60 
Amount of income for the year........ 525,011.07 
Amount of disbursements for the year. 577,577.62 


witness whereof, I have hereunto sub- 
scribed my name and caused the seal 
[Seal] of my office to be affixed the day and 


year above written. 
W. T. EMMET, 
Superintendent of Insurance. 


In 





Law Union Not Absorbed. 


A report to the effect that the Law 
Union and Rock had been absorbed by 
the Alliance, has been denied by Gen- 
eral Manager Alexander Mackay of the 
head office in a cablegram to United 
States Manager A. F. Shaw. 





Nearly Ready to Write Business. 


Early next month it is expected the 
newly formed United American Insur- 
ance Company of Frankfort, Ky., will 
be ready for business. Its capital is 
equal amount of 
surplus. 





President Henry Evans of the Conti- 
nental sails on the Lapland Saturday 
and is due to arrive in New York on 
July 7. Mr, Evans has been away sev- 
eral weeks on his annual motor tour in 
| Europe. 

















June 27, 1912. 





THE EASTERN UNDERWRITER 








CASUALTY AND 


SURETY HAPPENINGS 





OHIO LIABILITY CLAIMS. 





Insurance Department Rules That 
Where There Is a Charge of Vio- 
lation Company Must Pay. 





The Insurance Department of Ohio 
bas ruled that no liability company can 
refuse to pay a claim where there is a 
charge of violation of the law on the 
part of an employer. The companies 
are sure to resist this ruling because 
they say that there is hardly a case in- 
volving negligence but that the viola- 
tion of the law is charged. It will be 
contested on the grounds of interfer- 
ence with the right of contract. 





Massachusetts Liability Rates. 





The liability companies may accept 
risks on binder subject to the approval 
of the rates by the Insurance Depart- 
ment. The Workmen’s Compensation 
Service and Information Bureau has 
filed the rate manuals, but they have 
not yet been approved. 





Cincinnati Banker Accused. 





On the charge of misappropriating 
funds and credits of the Second Na- 
tional Bank of Cincinnati, E. E. Gal- 
breath, the former president of the 
institution, has been arrested. His bail 
bond of $15,000 was furnished by the 
Equitable Surety Company of St. Louis. 





Resident Vice-President at Philadelphia. 





The New England Casualty Company, 
of Boston, has appointed William R. 
Parker is resident vice-president and 
general manager at Philadelphia, with 
jurisdiction over Eastern Pennsylvania 
and nine counties in New Jersey. Mr. 
Parker is widely known in suretyship 


circles, and has a strong following 
among the business producers of his 
field. 


American Bonding Issues Large Bond. 





A bond of $450,000 was written by the 
American Bonding Company of Balti- 
more, through its Pacific Coast branch 
office some days ago, to the adminis- 
trator of the estate of the late Lucy 
Butters of Oakland, Cal. 





Won’t Write Casualty Business. 





The Southern States Fire and Casual- 





ty Co. of Birmingham, Ala., has decided | 


to change its name to the Southern 
States Fire Insurance Co. and to amend | 
its charter so as to confine its business 
to fire and tornado risks. The capital | 
will be divided and half placed in sur- | 
plus account. 





Joins Globe Indemnity. 





J. Collins Lee, associated with Presi- | 
dent H. H. Stryker, of the Surety Asso- | 
ciation, and associate manager of the) 
Reinsurance Bureau, has joined the 
staff of the Globe Indemnity. Mr. Lee 
has had considerable experience in the 
various branches of the surety business, 
having been for a number of years with 
the American Bonding in the home of- 
fice and also as local city and State 
agent at Baltimore. | 





It is the purpose of the American | 
Fidelity Company of Montpelier, Vt., to 
add fidelity and suretyship to the 
various lines of insurance it is already | 
writing in Oklahoma. 





The Empire State Surety 
write excise bonds this season. 





Co. will | 


The Globe Indemnity has been licens- | 








ed in California and Delaware. 





AA AA RA RA AA RAR RA AA AA RA AA AA AA AAA AAA AAA Dalla 





a big advantage. 
(1) 


Insurance. 


(2) 
(3) 
(4) 


An agent who represents the Bonding Depart- 
ment of the Maryland Casualty Company has 
He benefits in several ways. 
By the prestige that the Company has 
already established in the field of Casualty 


By its great financial strength-Capital and 
Surplus over $2,350,000. 

By its unexcelled reputation for handling 
claims in the Casualty lines. 

By the help it gives its agents in many ways. 








ARYLAND 
ERITS 


ASUALTY 
PLETE 


OMPANY 
ONFIDENCE 








Write us today. 


BALTIMORE 


alalalahatahatalatalatalatahatahatalatalalalalalalalallalalat aaa JL 





If you write any Fidelity and Surety Bond 
business it will be a big asset for you to be con- 
nected with such a Company. 


If you do not write Fidelity and Surety Bonds 
this is a good time to begin. 


We want to hear from agents who are alive 
to the advantages of representing the Maryland. 
We have openings for such men. 


Mention this paper. 


MARYLAND CASUALTY COMPANY 


The Company That Helps Its Agents. 


MARYLAND 


TUETETITLI AA KK AL 





























Put Your Vacation Insurance 
Burglary and Accident 





The American Fidelity Co. 


MONTPELIER, VT. 
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Equitable Surety Company 


St. Louis, Missouri 


Capital $1,000,000.00 Surplus $250,000.00 








Exclusively Surety and Fidelity Business 








Liberal Contracts for Good Agents 
COMMUNICATE WITH 


E. B. McCONNELL & CO. 


General Agents for the State of New York 


55 LIBERTY ST., NEW YORK CITY 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 


Chartered 1874 
PLATE GLASS 
PERSONAL ACCIDENT POLICIES 
AND HEALTH 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec, 
RELIABLE AND ENERGETIC AGENTS WANTED 











Net Surplus and Capital $509,061.57 
Income 1910 1,151,826.28 
WILL AID GOOD MEN IN 
ESTABLISHING AGENCIES 
Best Policies. 
A. E. FORREST, Vice-Pres. and Secy., 
CHICAGO 


Largest Commissions or Profit Sharing Contract 
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For Company beginning Business §& 


with Paid-Up Capital of $300,000 & 


Wanted Special Agents 


Guaranty Fund Deposited with the State of Texas $150,000.00 
Good Territory Open in Several Southern and Western States 


2 Commonwealth Bonding and Casualty Ins. Co. 


Address Agency Department 


Flat Iron Building, Fort Worth, Texas 
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10 POOL THEIR LIABILITY 


Companies Adopt Joint Method of Meet- 
ing Unlimited Feature in State’s 
New Law. 








’ 

The liability companies have adopted 
the method that has been under con- 
sideration for some time for pooling 
their losses on Massachusetts liability 
business so as to protect themselves 
against the unlimited liability feature 
of the new law of that State. Briefly, 
the plan is to conduct a reinsurance 
bureau to be known as the Massachu- 
-eatts Workmen’s Compensation Rein- 
surance and Inspection Bureau, which 
will adjust all liability losses in any 
one disaster in excess of $25,000. 

There are thirteen companies in the 
agreement, representing a total capital 
of $11,200,000 and aggregate assets of 
$52,511,000. Each subscribing company 
shal! pay into a fund, 10 per cent. cf 
their net Massachusetts writings, the 
fund to acermulate until it reaches $1,- 
000,000, and to be used to liquidate the 
loss of any member in excess of $25,- 
000 cause? by one accident. 

The officers elected at the meeting on 
Tuesday were: 

Chairman of board of governors, 
Theodore E, Gaty, secretary of the Fi 
deliiy & Casuaity Company. 


Secretary, Charles H. Holland, vice- 


president and general manager of the 
Royal Indemnity Company. 

Trustees, Charles H. Franklin, United 
States manager of the Frankfort Gen- 
eral Insurance Company; Edson 5S. 





loit, president of the United States 
Casualty Company, and A Dunean 
Reid, secretary and general manager of 
he Globe Indemnity Company. 





Additional members of board of gov- 
mers J. H. Thom, superintendent 
abili lepartment of Standard Acci- 
ent Insurance Company, and R. PD. 
Steel, manager of liabilit lepartment 
of the United States Fidelity & Guar- 
inty Co ny 

The objects as set forth in the Con- 
stitution and By-Laws read: 


“The objects of this bureau shall be 
to reinsure and reimburse each of the 
subscribing companies for all loss in ex- 
cess of $25,000 arising out of workmen’s 
compensation policies and (or) endorse- 
ments covering the liability of the as- 
sured under chapter 751, acts of 1911, 
Commonwealth of Massachusetts, and 
all acts amendatory thereto, but not, 
lowever, the additional amount speci- 
fied in section 38, part II of said act, 
issued by the subscribing companies 
and arising out of any one accident, it 
being the purpose of this bureau to re- 
lieve each of the subscribing companies 
from all liability in excess of $25,000 
other than expenses, as respects each 
accident, each subscribing company to 
pay all expenses other than medical ex- 
penses at its own cost.” 


Any stock liability insurance com- 


pany may become a member of the Bu- 
reau, the membership now including 
thirteen companies as follows: the 


American Fidelity, the Casualty Com- 
pany of America, the Commercial Casu- 
alty, the Fidelity & Casualty Company, 
the Fidelity & Deposit Company, the 
General Accident Fire & Life Assur- 
ance Company, the Frankfort General 
Insurance Company, the Globe Indem- 
nity Company, the London Guarantee & 
Accident, the Maryland Casualty Com- 
pany, the Massachusetts Bonding & 
Insurance Company, the New England 
Casualty Company, the Ocean Accident 
& Guarantee Company, the Preferred 
‘Accident Insurance Company, the Royal 
Indemnity Company, the United States 
Casualty Company and the United 
States Fidelity & Guaranty Company. 


The plan of the committee proposes 
that each year’s payments are to be re- 
tained until the fund in the hands of 
the trustees reaches $1,000,000. There- 
after contributions are to be paid back 


‘sels: Gloucester fishing vessels; and op- 





in the shape of dividends in proportion 
to their payments in the year the divi- 
dend is paid, but no refund is to be made 
until the expiration of three years from 
the establishment of the fund. If the 
fund be at any time inadequate to meet 
a catastrophe, the deficiency shall be 
supplies by assessment on the compa- 
nies proportionate to their respective 
contributions in the year in which the 
insurance became effective. 

The sections of the constitution of 
the new bureau dealing with the rein- 
surance of the disaster hazard are as 
follows: 

Section 1. Each company shall pay 
10 per cent. of its net writings to the 
trustees in the following manner: On 
the twentieth of each month it shall file 
a statement of the net writings of work- 
men’s compensation insurance in the 
State of Massachusetts for the preced- 
ing month. On the tenth day of the 
following month it shall remit to the 
trustees of the Bureau the full amount 
indicated by the statement filed on the 
twentieth day of the preceding month. 

Section 2. The board of governors 





shall have the authority to audit and 
inspect the records of any of the sub-| 
scribing members in relation to bus! | 
ness written covering workmen’s com-| 
pensation in the State of Massachusetts | 
or as to losses paid in excess of $25,- 
000 by any subscribing company. | 

Section 3. The Massachusetts Work- | 
men’s Compensation, Inspection and| 
teinsurance Bureau shall not assume | 
any expenses of any nature whatsoever 
incurred by the subscribing companies. | 
All settlements for losses shall be paid | 
on any amount in excess of $25,000, but 
in no case to include loss expense. | 

Section 4. If any subscribing com- | 
pany fails to make a statement on the} 
twentieth day of the month of the work | 
men’s compensation writings in the| 
State of Massachusetts for the preced- | 
ing month or fails to remit for premi-| 
ums reported as provided herein the 
chairman of the board of governors 
shall bring the matter to the attention 
of the delinquent company or compa- | 
nies. In case there is a failure to com-| 
ply with the procedure as herein set | 
forth within ten days after notice has) 
been served of the delinquency then 
such member or members shall be ad- 
vised by the chairman of the board of | 
governors that the reinsurance for the 
risks under the premium writings in 
respect of which such delinquency ex- 
ists is null and void. 

Section 5. The Massachusetts Work- 
men’s Compensation, Inspection and Re- 
insurance Bureau shall not be obligated 
in any manner whatsoever to pay losses 
on risks falling within the following 
classification or description: Building 
wreckers (entire buildings); coal 
mines; ore mines; cartridge manufac- 
turers: fire works manufacturers: fuse 
manufacturers; powder manufacturers; 
dynamite manufacturers; nitro-glycer- 
ine manufacturers; manufacturers ot 
any explosive; ocean and coastwise ves- 


erators of railroads. 

Sec. 6. Each subscribing company 
shall notify the bureau as soon as it is 
known to the subscribing company that 
an accident has happened whereby six 
or more employes of an assured of the 
subscribing company have been injured 
and, or, killed, and shall forthwith fur- 
vish to the bureau a complete and full 
copy of its policy, and, or, endorsements 
which may cover the liability created 
by such accident. 

Sec. 7. The board of governors shall 
make such rules and by-laws respecting 
the general methods of conducting the 
business, including auditing of payrolls 
and inspecting risks and such other 
matters as they may deem advisable. 
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Liability 
Boiler 
Plate Glass 


HOME OFFICE 





Fly Wheel 





Automobile Liability and Defence 
Employers’ Compensation 
Industrial Insurance 


Casualty Company 
of Amerira 


NEW YORK 








NATIONAL 
CASUALTY 





Majestic Building - os - 





The NATIONAL of Detroit 


ACCIDENT AND HEALTH INSURANCE 


DISTRICT MANAGERS WANTED 


Salaried Positions and big future in cities in New York, 
Pennsylvania and New Jersey for producers and men 
capable of managing an industrial debit. : 


Breet 
ETRO} Address: National Casualty Company 
Detroit, Mich. 








The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 








ACENTS WANTED 








CASH CAPITAL 


3 South William St., New York City 


FIDELITY AND SURETY BONDS 
INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


HOME OFFICE: 15 EXCHANGE PLACE, JERSEY CITY, N. J. 


The only Surety Company Organized under Laws of New Jersey 
This Company is not a party to any agreement for control of rates 
BILLINGTON, HUTCHINSON & COMPANY 

GENERAL AGENTS 
425 Walnut St., Philadelphia, Pa. 








Liabili 


UNION CASUALTY INSURANCE 
HOME OFFICE :—UNION CASUALTY BUILDING, 
§. E. Corner Sixth and Walnut Sts., Philadelphia, Pa. 


General and Special Agents Wanted in Pennsylvania and Ohio 
Highest Brokerage Paid. Most Liberal and up-to-date Policies written 


Mercantile Burgiary Ty wT | Elevator Insurance 
Residence Burglary | | Teams Liabilities 
Safe Burglary | Automobile Liabilities 
Plate — | 
y ah - 22 et ie 


Accident 
Health 








UNDERWRITERS’ REPORT 








Are you Interested in Western and Pacific Coast Insurance Matters? 


To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issued West of Chicago. 

Positively unexcelled by any insurance medium in the United States for news of di 

insurance in the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 


350 Sansome Street SAN FRANCISCO, CAL. 
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SPECIAL TALKS WITH LOCAL AGENTS 





A common expression 


Competition of the day and yet one 
Helps with a whole lot of 
You. good sound sense in it 


is—“If your competitor 
talks about you, put him on your pay- 
roll.” 

Many agents look upon competition 
as a mighty monster about to pounce 
upon and devour them any minute. 
Such an attitude is both foolish and 
cowardly. 

The fact is that competition is a spur 
business—“the life of trade’’—and if 


to 

were to be eliminated, the insurance 
agent would indeed be in a sorry plight. 
Not one person in a hundred would 
know anything about insurance, its 
purposes or its benefits. The agent 
would be looked upon with suspicion. 


His propositions would be considered as 
a smooth confidence game—the idea of 
paying good, hard-earned dollars for a 
mere piece of paper—a policy contract. 
competition alone which has 
placed the insurance business of to-day 
on a high plane. It has scattered 
thousands and tens of thousands of en- 
earnest men all over the 
to preach the gospel of protec- 
the folly of procrastination, and 
man’s duty to his family and his fellow- 


It is 


thusiastic, 
world 


tion 


men—with the result that the public 
generally is now educated to a point 
where it looks with favor upon the 


very proposition it was once 
reject with suspicion. 

And yet, what has been the result 
of such a large increase in the number 
of insurance companies? Are the old 
companies getting all the business? No. 
Are the new companies getting all the 
I ? No. The fact is that the de- 
mand for insurance has so rapidly in- 
creased that there seems to be enough 
business for all. 

Every new competitor has done some- 


prone to 


isiness 


FOR COURT’S CONSIDERATION. 





Receiver of Aetna Indemnity Company 
Asks for Instructions Upon Vari- 
ous Important Matters. 





Judge Curtis, of the Superior Court, 
at Hartford, Conn., has been asked by 
the receiver of the Aetna Indemnity 
Company to pass upon the following 
matters in connection with the receiver- 
ship: 

(1) Approval 
annual report. 

(2) Approval of bills for the services 
and disbursements of various attorneys. 

(3) Application for instructions and 
authority as to the allowance of certain 
claims presented to the receivers and 
termination of litigation thereon, and 
authority to consent to certain judg- 
ments, viz.: 

(a) Claim of the city and county of 
San Francisco in suit demanding $100,- 
(b) claims of the Bank of Hawaii 
and others, intervening claimants in 
United States against Burrell Construc- 
tion Company, demanding $75,000; (c) 
claim of Santa Cruz Portland Cement 
Company in suit demanding $4,842.11; 
(d) claim of Amelia Bliss in suit de- 
manding $3,000; (e) claims of Dustin 
and others involved in suit, United 
States against English and others, pend- 
ing in United States Court of Arizona; 
(f) elaim of Sullivan Machinery Com- 
pany in suit demanding $30,000, pend- 
ing in the Cook County Superior Court, 
Nllinois; (g) claims of John Church 
Company demanding $8,285.55; of Fer- 
rand Organ Company demanding $1.- 
774.20, and American National Bank, 
demanding $631.95, in suits pending in 
the City Court of Savannah, Ga.; (h) 
claim of trustees of University of 
Georgia demanding $7,344.87, pending 
in a court in the State of Georgia; (i) 
claim of Central of Georgia Railway 
Company demanding $5,000, pending in 
a court in the State of Georgia; (j) 
claims involved in suits of Meadows 
ind others against Western Atlantic 


of receivers’ semi- 


000+ 





thing to educate the people to the needs 
of insurance. In doing this educational 
work it has benefited itself and all of 
its competitors. 

And so, let us look upon competition 
with a smile rather than a frown. Let 
us welcome it. The agent who is afraid 
of it lacks nerve or else he has no con- | 
fidence in himself, his company and his | 
goods—in either of which cases he is 
in the wrong business. 
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The employer of labor 


| 

insurance who tries to get along | 
That’s Worse to-day without liabil-| 
Than None. ity or compensation 


insurance is conduct- 
ing his business under most unfortu- 
nately hazardous conditions. In spite 
of every precaution he may take, some 
accident impossible to foresee may at | 
any time wipe out all of his profits or | 
even force him into bankruptcy. 

But as compared with the condition 
of the man who has taken “protection” 
in some cheap mutual insurance scheme 
his condition is enviable. He may, per- | 
haps, be able if he carries his own in- 
surance to meet and care for the lia-| 
bilities resulting from the various acci- | 
dents which are bound to occur. The| 
mutual liability association on the other | 
hand is practically sure when liabilities | 
increase steadily year by year, as such | 
liabilities have a habit of doing, of | 
reaching a point where it will have od 
collapse, leaving him to face not only | 
the current liabilities of that period | 
but the accumulated deferred liabilities | 
of the preceeding years. 

It is risky to try to carry on business | 
without liability insurance. But the 
risk is not lessened by assuming one’s 
share of the risks of a mutual associa- 
tion, while those risks are not only 
indefinite, but are impossible to de- 
termine for years to come.—New Am- 
sterdam “Talks.” 


Fire Insurance Company and others; 





and McLaurine, trustee, against same, 
pending in a court of chancery 
nessee, 

(4) Application for authority to set- 
tle re-insuring claims against Bankers’ | 
Surety Company upon the same terms | 
and conditions as heretofore ordered 
in the case of three other re-insuring 
companies in the matter of the claim 
of the State of New York on account of 


deposits in the Carnegie Trust Com- 
pany. 
(5) Permission to amend application 


of the receivers in the matter of the 
claim of the State of New York making 
the Bankers’ Surety Company a party 
respondent, and for order and notice 
thereon. “i 

(6) Application for authority and ap- 
proval of compromise with Banking 


in Ten- | 





Department of the State of New York 
with regard to claim against the Munich 
Re-insuring Company. 

(7) Instruction whether to accept 
from receivers of the California Safe 


Deposit & Trust Company stock of the | 


Western Pacific Railroad Company on 
account of future dividends. 
(8) 
in San Diego county, 
(9) Instructions 


Cal. 


as to further de- 


Approval of sale of real estate | 


fense of suit of Standard Construction | 


Company 
Indemnity Company. 
(10) 
pensation of the receivers. 
(11) Allowance on account of com- 
pensation of receiver’s counsel. 





Advertising Baltimore. 





Appreciating the interest that the 
thousands of visitors to the Democratic 
National onvention will have in all that 
concerns the city of Baltimore, the 
publicity bureau of the Fidelity & De- 
posit Company is circulating a pocket 
booklet, replete with such information. 
Wide-awake in every respect the Fidelity 
& Deposit will derive no little desirable 


against Davidson and Aetna} 


Allowances on account of com- | 





advertising from the move. 








T. J. FALVEY, President 


Massachusetts Bonding & Insurance Company 


Paid up Cash Capital - - 
Surplus to Policy Holders - 


JOHN T. BURNETT, Secretary 





$1,000,000.00 
1,628,797.56 


Fidelity and Surety Bonds of Every Description 
Accident, Health, Liability, Plate Glass, 
Burglary and Theft Insurance. 


territory and positions open to live underwriters and producers. 


Good 














THE FRANKFORT GENERAL 
INSURANCE CO. 


of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES : pre HARD DELAFIELD, Pres. of National Park Bank 
ERNST THALMANN, of Ladenburg, Thalmann & Co. 


TUYVESANT Fisu, 52 Well Street, New York 
Cc. H. FRANKLIN, C. 8S. Mer. and Attorney JNO. M. SMITH, See 


INSURANCES TRANSACTED 


U.8. Branch 











LIABILITY — Burglary 
Employers General Vessel Owners Workmen's Collective 
Public Landlords Contingent Individual Accident & Health 
Teams Elevator Druggists & Physicians Industrial Accident & Health 
AGENTS WANTED FOR UNOCCUPIED TERRITORY 
YOUR _ ‘“ 39 ARE YOU 
ite, “F, & D.” GUARANTEE iii 
Ww VW { Fidelity and Surety, Accident and Health, 
Ee RITE | | Burglary, Plate Glass, Liability, Auto’ 
Capital Total Assets Surplus to Policy-holders 
$2,000,000 $8,133,000.57 $4,818,481.42 


ORGANIZED, 1890 HOME OFFICE: BALTIMORE 


Fidelity and Deposit Co. QE MARYLAND 


EDWIN WARFIELD, President 


We Do Business Everywhere 


NEW YORK CASUALTY OFFICE, 84 William Street NEW YORK SURETY OFFICE, 2 Rector Stree 
Phone: John 2432 Phone: Rector 2 

















The Fidelity & Casualty Company of New York 


92-94 Liberty and 97-108 Cedar Streets, New York City 
$10,482,662.48 


2,925,436.99 
37,528,798.17 


Assets 
Capital and Surplus...... 
Losses paid to December 31, 1911 


This Company grants insurance as follows: 
Fidelity Bonds, Surety Bonds, Burglary, Plate Glass, Steam 
Boiler, Fly Wheel, Employers’ Liability, Public, Teams, Auto- 


mobile, Workmen’s Collective, Workmen’s Compensation, Elevator, 
and General Liability, Personal Accident, Health, Physicians’ 
Liability, and Druggists’ Liability. 














THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
CHI CA GO Resident Manager 


: 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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THE EASTERN 


UNDERWRITER 





June 27, 1912. 

















Southwestern emiaaaee 
Insurance Company 
SAN ANTONIO, TEXAS 
Capital and Surplus 
President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 
Agents wanted everywhere in the State of Texas, for Accident, Plate- 
Glass, Burglary and Bonding Lines 


$290,000.00 














INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


RICHARD D. HARVEY 
United States Manager 


United States Branch 
92 William Street, New York 








Capable agents can get splendid contracts in New York 


City by addressing 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 
C. MERWIN TURNER 
801-2 Dun Building, 290 Broadway 


NEW YORK, N. Y. 








Surplus Lines London Lloyds 
Guaranteed Underwriters Only 


We can furnish vou two policies covering up to $60,000 on a single 
visk in seventeen (17) syndicates composed of 116 guaranteed 
names of London Lloyds Underwriters that accept American fire 
business throug] our office. Immediate binders given: 10% 
commission paid. If vou are short of insurance send us full 
information, including list of the principal represented companies 
and amounts they carry. 

We invite vour patronage and promise careful attention to 


your interest. 


MARSH & TIcLENNAN 


New York Office, 19 Cedar St. Chicago Office, 159 La Salle St. 


FIRE ASSOCIATION PHILADELPHIA 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash ae $750, 000 Assets $8,989, 219.63 


E. C. IRWIN, Presi: T. H, CONDERMAN, Vice-President ¢ 
M. G. ‘ARRIGUES, Sée. and Treas 
R. N KEI LY, Jr., Asst. Sec. and Trea 











1817 








This Company issues policies which grant the insured 
COMPLETE PROTECTION against all the adversities 
affecting life or health, and which provide Indemnity for 

DEATH FROM ANY CAUSE 


PERMANENT TOTAL DISABILITY 
— AND — 


DISABILITY RESULTING FROM ANY SICKNESS 
OR ANY ACCIDENT 


For Agencies Address 


The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 








| 





ACCIDENT - - - LIABILITY (all lines) - - HEALTH 
BURGLARY (all lines) PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN’S LIABILITY AND DEFENSE 
INDUSTRIAL ACCIDENT AND HEALTH 


Prulential Casualty Company 


HOME OFFICE, iNDIANAPOLIS 





Capital Stock fully paid up - $600,000.00 
Gross Assets - - - - - 817,022.09 
Surplus to Policy Holders - 729,957.21 











THERE IS ALWAYS ROOM AT THE TOP 


COME WITH US 
AND IT WON’T 
BE SO HARD TO 
GET ON 


Live ones win 


among 


IZZERS 


Write to J. L. BABLER, 


General Manager Agencies 





INTERNATIONAL LIFE, ST. LOUIS 








The ** EMPIRE” 
| STANDS FOR 
Aggressiveness 
Prompt payment of losses 
AND 
Clean methods 





Agents wanted who are unattached and can produce 
business 


Capital,$500,000 || 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 








Great Southern Accident & Fidelity Co. 


HOME OFFICE, ATLANTA, GEORGIA 


Writes Accident, Health, Liability, 
and Bonds of all Kinds. 





Burglary 


$250,000 
300,000 


Capital fully paid in 
Assets over 


The Company is now Managed by well known experienced men 


J. G. CLOUD, 
General Manager 


F. S. ETHERIDGE, 
President 























